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Men die too soon—or /ive too long 





(CURRENT conditions contribute to a 
rising public interest in the retirement 
income phase of life insurance. An effec- 
tive approach to a large percentage of 
prospects has been through this appeal. 


A recent Northwestern Mutual case 
illustrates the point. At age 52, a 
prospect purchased a $5,000 Retire- 
ment Endowment contract with the 
thought uppermost in mind of pro- 
viding a $50 monthly income starting 
at age 65. Yet, two years later his 
unexpected death occurred. The in- 
come from this policy is now proving 
of great help to his widow. 

Northwestern Mutual salesmen _in- 
creased their sales of 
Retirement Endowment 
contracts 77% for the 
first quarter of 1935 
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over the same period last year. 
Salesmen were aided in writing this 
business by well coordinated national 
magazine advertising and sales pro- 
motion tools. 


Attention has been focused on earned 
leisure by a series of advertisements 
in national publications, featuring 
certain wonder spots of America 
where two elderly persons can live 
comfortably on $100 a month. At- 
tractive pre-call mailers, thousands of 
premium enclosure leads, a simple, 
direct presentation form, and a com- 
prehensive booklet, ‘Earned Leisure, ” 
have amplified and helped the North- 
western Mutual sales- 
man's personal selling 
effort in the retirement 
income field. 


COMPANY 


The assets of the Northwestern Mutual, as reported to state insurance departments, now total a billion dollars—a great estate administered 
for the mutual welfare and protection of more than 600,000 policyholders with over three billion, seven hundred millions in insurance in force 
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HE: Guaranteed Investment Contract 
issued by the Central Life offers a com- 
bination of savings investment plus pro- 
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*Our One Day Pay circularization plan is a sure fire door-opener. 
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Pertinent Trends 
Given by Huebner 


Tendencies Helping Life Insur- 
ance Cited at New England 
Managers’ Meet 


ADDRESS IN WORCESTER 


Increasing Annuity-mindedness, Higher 
Taxes, Inflation Aspects Dis- 
cussed by Educator 





WORCESTER, MASS., May 16.— 
Half a dozen trends in the national pic- 

} ture which should be of particular bene- 
fit to the life insurance business were 
| sketched by Dr. S. S. Huebner of the 
University of Pennsylvania, nationally 
known insurance educator, at the dinner 
meeting of the second New England 
managers’ conference conducted here by 
the Massachusetts Association of Life 
Underwriters in cooperation with the 
Life Insurance Sales Research Bureau. 
Favorable factors in the immediate 
outlook were also pointed out by Chand- 
ler Bullock, president State Mutual 
Life, who hailed the defeat of savings 
bank life insurance proposals and nu- 
merous plans to tax life insurance as in- 
dicating that “the public is with us.” 


Bill Decisively Defeated 


In New Hampshire, where the sav- 
ings bank life insurance bill was fought 
out on the floor of the legislature, Mr. 
Bullock noted, only 27 out of 400 legis- 
lators voted for the bill. 

The trends cited by Dr. Huebner 
were (1) the increasing respect for life 
insurance as an investment, due to les- 
sons of the depression; (2) the na- 
tion’s increasing annuity-mindedness; 
(3) the declining interest rate on invest- 
ments generally; (4) the tendency 
toward increased taxation; (5) a bet- 
ter public realization of the close con- 
nection between their homes and their 
business, with consequently wider mar- 
ket for business insurance for small 
businesses; (6) inflation, -with its 
greater need for protection of depend- 
ents through additional coverage. 


Dr. Hueb Cc ts 





_Commenting on the general economic 
situation, Dr. Huebner said there is a 
fallacious idea that the way to bring 
back prosperity is to get a lot of wages 
in the hands of the people so they can 
buy goods, whereas actually recovery 
depends on the speculator or risk-taker 
feeling that the road ahead is clear 
enough to warrant large scale purchase 
of commodities. 

“Excessive speculation got us into 
each of our 18 depressions,” he said, 
and commendable speculation alone is 
what is going to get us out of our dif- 
ficulties.” 

The depression burned itself out two 
years ago, he said, predicting that the 
next big movement will be upward. 
While giving some figures to show how 





Companies in Agreement 
As to Part-Time Agents 





PHILADELPHIA, May 16.—The agency practices committee of 
the Association of Life Agency’ Officers has released through its chair- 
man, Vice-president F. H. Davis of the Penn Mutual, the first general 
report of its deliberations and results. The committee, which was ap- 
pointed at the annual meeting of the association in Chicago last Novem- 
ber, has had three meetings since that time and has created a plan for 
improving agency conditions which was submitted to the home offices 
some weeks ago. The chief points covered in the proposed agreement 
deal with part-time agents, and the companies were asked whether they 
would like to subscribe to an agreement to make no further part-time 


contracts in cities of over 50,000—also 
to cancel the existing part-time con- 
tracts in those cities after Jan. 1, 1936. 
The other principal point of the agree- 
ment was to the effect that before a 
company enters into negotiations for 
the employment of an agent of another 
company, it will notify the home office 
of the employing company. 


Has No Police Power 


So far-reaching were these sugges- 
tions that the committee has been in 
correspondence with most of the inem- 
ber companies ever since the agreement 
was published. Throughout its work, 
the committee has stressed the point 
that it is wholly without so-called “po- 
lice power” and does not seek authority 
for forcing signatory companies to 
carry out the provisions of the agree- 
ment. The entire plan rests upon the 
good faith of the subscribing companies. 

To date, companies have signed the 
agreement as follows: 


Aetna Life. 

Amicable Life, Waco, Tex. 

Bankers Life, Des Moines. 

Berkshire Life. 

Business Men’s Assurance, Kansas City. 

Canada Life, Toronto. 

Colorado Life, Denver. 

Connecticut Mutual Life. 

Dominion Life, Waterloo, Ont. 

Equitable Life, New York. 

Eureka-Maryland Assurance, 
more. 

Federal Union Life, Cincinnati. 

Fidelity Mutual Life. 

Great American Life, Hutchinson, Kan. 

Great-West Life, Winnipeg, Man. 

Guardian Life, New York. 

Home Life of America, 

Home Life, New York. 


Balti- 





Life & Casualty, Nashville, Tenn. 

Lincoln National Life. 

Massachusetts Mutual Life. 

Metropolitan Life. 

Minnesota Mutual Life, St. Paul. 

National Guardian Life, Madison, Wis. 

National Life & Accident, Nashville. 

New England Mutual Life. 

Northwestern Mutual Life. 

Occidental Life, Cal. 

Oregon Mutual Life, Portland. 

Pacific Mutual Life. 

Penn Mutual Life. 

Philadelphia Life. 

Phoenix Mutual Life. 

Policyholders National Life, 
Falls, S. D. 

Protective Life, Birmingham. 

Provident Mutual Life. 

State Mutual Life. 

Sun Life, Montreal. 

Travelers. 

Union Central Life. 

Union Mutual Life, Portland, Me. 

United Mutual Life, Indianapolis, 

Western & Southern Life. 


Members of the Committee 


Sioux 


The complete report of the committce 
will be given by Chairman Davis at the 
annual meeting Nov. 13, at the Edge- 
water Beach Hotel in Chicago. 

The committee consists of the follow- 
ing, in addition to Chairman Davis: W. 
W. Jaeger, vice-president Bankers Life 
of Iowa; John Marshall Holcombe, Jr., 
manager, Life Insurance Sales Research 
Bureau; Wendell F. Coler, actuary, 
American Central Life; T. A. Phillips, 
president Minnesota Mutual Life; D. C. 
MacEwen, vice-president, Pacific Mu- 
tual Life; W. W. Klingman, vice-presi- 
dent Equitable Life of New York; 
Henry E. North, vice-president Metro- 
politan Life; H. H. Armstrong, vice- 
president Travelers. 








the nation’s wealth shrank in the de- 
pression, he pointed out that this was 
not the worst that the country has suf- 
fered. 

Referring to the public’s entirely 
changed attitude toward life insurance 
as an investment, Dr. Huebner said that 
the public learned a big lesson about 
the dependable solvency of life insur- 
ance during the depression and every- 
thing should be done to keep that les- 
son alive. Because of the intimate tie- 
up. of the life insurance portfolio with 
the nation’s life and its seven-fold di- 
versification, the life insurance portfolio 
cannot lose out unless the whole na- 
tion goes, too. 

It is erroneous, he said, to draw a 
fence between life insurance and annui- 
ties or to permit the public to do so in 
its mind, for life insurance and annui- 
ties are merely two sides of the same 





thing: life insurance is for protection 
in years of ascendancy and annuities 
for protection in years of decline. 

Low interest rates—exemplified by 
call money hitting new low of % of 1 
percent in New York—make the oppor- 
tunity to participate in a life company’s 
portfolio particularly attractive, he said. 
The life company, by spreading its buy- 
ing over considerable periods of time, is 
not at the mercy of existing interest 
rates. Dr. Huebner cited a_ typical 
company, the bulk of whose bond port- 
folio had been purchased more than a 
decade ago. By having large funds, life 
companies frequently are enabled to 
pick up bargains in bonds when other 
buyers who have overextended their in- 
vestments must sell, 

The mounting national debt points to 
greatly increased taxes and these in 

(CONTINUED ON PAGE 8) 





Federal Bounty Is 
Not All-Sufficient 


Hul Confident Americans Will 
Continue Security on Individual 
Basis 


IN NEW YORK ADDRESS 


National Association’s Managing Direc- 
tor Finds Need for Life Insur- 
ance Always Will Exist 


Independent-minded Americans will 
continue to prefer to rely on their own 
efforts to provide security through life 
insurance rather than relying on the 
possibility of governmental bounty, 
Managing Director R. B. Hull of the 
National Association of Life Under- 
writers predicted at the May dinner 
meeting of the New York association 
this week. 

Conceding a sound need for govern- 
mental protection of the needy victims 
of our economic system, Mr. Hull 
pointed out the difficulty of knowing 
where to draw the line and then having 
the courage to draw it. It is among 
those who want to provide for their 
own futures that life insurance pros- 
pects are to be found, he said, and not 
among the old, defective and incompe- 
tent, nor among those who even in nor- 
mal times cannot or will not keep up 
with the procession 


Big Field of Activity 


“Your field of activity lies among the 
15,000,000 American owners of corpo- 
rate securities, the 45,000,000 savings 
bank depositors with 25 billions of de- 
posits; the 10,000,000 members of build- 
ing and loan associations, with assets of 
more than eight billion dollars; the 14,- 
000,000 families (half of all the families 
in the United States) owning their own 
homes, the two out of three families 
at the time of the last federal census, 
with telephone and electric service, the 
40 percent owning radios,” said Mr. 
Hull. “And remember this, that 80 
percent of our national income last year 
was paid to and received by those com- 
monly known as the wage-earning and 
salaried classes. 

“There are prospects for life insur- 
ance, plenty of them, living in- this 
country of ours today. The trouble is, 
too many people have given thought to 
their own personal security, if at all, 
only as an incident to some other finan- 
cial undertaking. When the American 
people start seeking security as a fun- 
damental, and not merely as a by-prod- 
uct, they will find it. That is your 
mission and your responsibility, and it 
is one which no other group of men 
and women can discharge. . ; 

“T have heard many life insurance 
men, and also many others in different 
walks of life say, in effect, “This whole 
agitation for social insurance is turn- 
ing the mind of the average citizen 

{CONTINUED ON PAGE 7) 
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New England Managers, General Agents Hol 


Two-Day Session on Management 


WORCESTER, MASS., May 16.— 
General agents and managers from all 
over New England, assembled here for 
their second annual two-day manage- 
ment conference, got some new slants 
on the need of drill rather than educa- 
tion for successful prospecting, on a 
proven successful way for getting old 
men to prospect, on ways of getting 
new men into the business despite the 
depression-bred hesitancy of established 
agents in bringing in their friends. 

Need of early production for the bol- 
stering new men’s morale also was 
stressed, as was advisability of using the 
training course as a means of selection. 
Future possibilities of the “quality” 
agency were discussed, and also the de- 
sirability of doing a well thought out 
job of agency management; doing fewer 
things but doing them better and get- 
ting a better net return. 


Several Notables Speak _ 
in Joint Dinner Meeting 


The meeting was conducted by the 
Massachusetts Association of Life Un- 
derwriters in cooperation with the Life 
Insurance Sales Research Bureau. Each 
session was summed up by either J. M. 
Holcombe, Jr., manager of the bureau, 
or H. G. Kenagy, assistant manager. 
Dr. S. S. Huebner of the University of 
Pennsylvania and Chandler Bullock, 
president State Mutual Life, spoke at 
the dinner meeting. 

A prospecting stimulator for estab- 
lished agents that is still going strong 
after a year and half of continuous op- 
eration was described by Harold Coo- 
ley, sales manager Moore & Summers 
agency, New England Mutual Life, in 
Boston. This device is a prospecting 
club which started with half a dozen 
agents whose business was suffering 
from lack of effective prospecting. 


How Prospecting Club Works 
Explained by Manager 


The club meets every Monday morn- 
ing at 8:45 and each member presents 
his report orally on his prospecting ac- 
tivities for the previous week. He is 
supposed to have called on at least three 
prospects on whom he had never called 
before; nine on whom he had called 
before, and six names of new prospects 
(some of whom he may have called on 
as “new” prospects). If his report is 
not up to the minimum on all three 
counts, he has to pay 25 cents into the 
“kitty,” beside having to endure a good- 
natured but merciless razzing from his 
colleagues. ; 

“They are far tougher with each 
other than any supervisor could ever 
be,” Mr. Cooley remarked; pointing out 
that weekly meetings appear to be best, 
as “no man can kid himself 50 times 
a year.” 


Fines for Being Late 
Go to Swell “Kitty” 


Beside the 25 cent fines for reports 
that are not up to the mark, the “kitty” 
is also swelled by fines of 10 cents for 
every member who is late at meetings, 
and no excuses are accepted. When 
a worth-while sum has accumulated it 1s 
used for an outing or whatever else 
the club, by a majority vote, decides to 
do. The club’s most recent use for its 
“kitty” money was to take itself to a 
baseball game. 

Mr. Cooley stressed the importance 
of having a planned presentation in see- 
ing centers of influence. “Get it all 
thought out before seeing the center of 
influence,” he urged. “What he fears 
is that the agent will go and hang on 
the prospect’s neck and try to sell him 
some life insurance.” 

Much of the prospecting problem is 
that most agents could pass a good ex- 
amination on prospecting methods— 





but they can’t prospect, said J. Harry 


Wood of the Research Bureau, pointing 
out that prospecting needs not more 
knowledge but more sk#l. Men try 
various prospecting systems but unless 
they have a natural affinity for such 
systems which shows up very early, 
they are prone to throw them aside or 
use them half-heartedly as being not 
much good. They fail to realize that it 
is their lack of skill and technique 
which hampers them, and not any fault 
of the plans themselves. 

If no one ever tried to become a 
pianist unless he showed early aptitude 
in picking out tunes by ear and others 
without this aptitude failed to realize 
that what they mostly lacked was train- 
ing, the situation in music would be 
analagous to prospecting in life insur- 
ance, Mr. Wood said. 


Drill of Agents Essential 
in Employing Sales Talks 


Most good agencies already give their 
men good prospecting tools, such as 
sales talks to use in getting names from 
centers of influence, he said, but they 
need to go further than this and drill 
the agents in the use of these tools until 
they have acquired the necessary skill. 
Conceding that this training is a hard 
and unpleasant task, Mr. Wood said 
that it seems to be necessary if men 
are to learn how to prospect effectively. 

In a staged conference on recruiting, 
three agency heads each told how they 
got their four best men. W. N. Wat- 


son, general agent, Connecticut Mu- 
tual, Boston, led the conference, the 
other participants being FitzHugh 


Traylor, manager, Boston, Equitable of 
New York; W. J. Stoessel, general 
agent, Springfield, Connecticut Mutual; 
E. A. Collett, Jr., manager Providence, 
Penn Mutual. 


Manager J. M. Holcombe 
of Bureau Makes Comment 


Summing the results of this “con- 
ference,” Mr. Holcombe said he was 
impressed by the fact that only one 
man out of the 12 discussed had been 
obtained through method generally con- 
sidered one of the best sources of new 
men—through old agents. Further ques- 
tioning brought out that the one-in-12 
ratio was considerably larger when the 
entire group of agents was considered, 
although it was admitted that the less- 
ened earnings of the past five years 
had had something to do with the fall- 
ing off in new men coming in on the 
recommendation of old agents. A num- 
ber of the 12 men discussed had been 
brought into the business on a proba- 
tionary part-time plan. 

Mr. Holcombe noted that the 12 
agents discussed had been hard workers 
rather than flashy starters. He also 
commented on the induction of younger 





New England Managers 
Bid for National Meet 





BOSTON, May 16—The New 
England Association of Life 
Association of Life Agency Man- 
agers, at a meeting in Worcester 
last week, voted strongly in favor 
of extending an invitation to the 
National Association of Life Un- 
derwriters to hold its annual con- 
vention in 1936 in Boston. Since 
the Boston association -lost its 
fight to secure the convention for 
this year there has seemed to be 
little support for a second invita- 
tion and much surprise was ex- 
pressed at the action of the life 
managers, 











men, saying that whereas the bureau 
formerly did not favor this, its position 
is now that any manager who fails to 
recruit younger men is neglecting a real 
opportunity. He particularly urged the 
practice of taking in young men as of- 
fice help with the idea of familiarizing 
them with the mechanics of life insur- 
ance and seeing an agency at work. 


Early Production Stressed 
in Developing New Agents 


The importance of getting agents into 
early production for the sake of their 
morale was stressed by C. K. Oaks, 
Phoenix Mutual, Boston. He puts new 
men through a two weeks school, pri- 
marily training them to sell. He is 
given an organized prospecting sales 
talk. Learning of this talk is impor- 
tant, first, in testing his ability to learn 
an organized presentation, and second, 
as a measure of his probable success, 
for Mr. Oaks has found that men who 
hesitate to go out and see their friends 
to get prospects from them don’t last 
very long in the business. 

By being able to tell the center of in- 
fluence what he is going to say to the 
prospect the new man (1) gets a better 
type of prospect; (2) leads to a discus- 
sion of the center of influence’s own life 
insurance, and (3) gives the agent a 
chance to give his sales. talk under fa- 
vorable and friendly conditions, where 
he will not be embarrassed by his awk- 
wardness. In office demonstrations, the 
agent fills out an application every time 
so that he won’t be gun-shy when he 
finally uses one in a real interview. 


Urges Picture-Taking 
When Sales Talk Fails 


An effective device for the new agent, 
when he can’t think of the next step in 
his sales talk, Mr. Oaks said, is to 
break off and go back to “picture-tak- 
ing,” getting the prospect’s needs. It 
was found that more and. better “pic- 
tures” were obtained in this way than 
through deliberate efforts to go out and 
get them. 

D. W. Baird, manager Fidelity Mu- 
tual Life, Springfield, also stressed im- 
portance of early production, even if it 
is necessary for the manager to go out 
and sell the policy for the new man. It 
is advisable to be “constructively tough” 
with new men, Mr. Baird said, pointing 
out that it is not necessary to assume 
that a manager lacks control just be- 
cause he pays no salary. Each man in 
his agency must fill out a “did you?” 





chart for every day and this soon be- 
comes habit. 

In almost every case where a man has 
failed, it has been found that he failed 
to live up to the minimum requirements 
of effort of the company, and the man’s 
own record proves that he was not 
doing enough work to succeed even in 
.good times. 


Quality Agencies Count 
in Future Progress 


C. K. Litchard, general agent, Spring- 
field, Massachusetts Mutual, said he be- 
lieved that quality agencies would be 
brought about by a combination of 
home office pressure and efforts of 
agency heads. He voiced belief that it 
would be only a few years before 
building of agencies would have to have 
quality for a principal objective and that 
the future of the business depends on 
such progress more than most people 
realize. 

W. E. Johnson, Jr., general agent, 
Mutual Benefit Life, Manchester, N. H., 
described the workings of his agency, 
which has quality as a major objective. 
His agency led the company in per- 
sistency for the last three years, and it 
is impossible, he said, to get persist- 





ency without quality as an objective. 





By ROBERT B. MITCH 


Paul F. Clark, general agent Joh 
Hancock Mutual Life, Boston, spo 
briefly at the dinner meeting on 4 
prospects for bringing the National | 
sociation of Life Underwriters conye 
tion to New England next year, } 
pointed out that it would take unity 
effort by the whole New England s, 
tion if it were to be accomplished, Thy 
sentiment of those present was unay 
mously in favor of such a move. Whi 
conceding that the Boston associatig 
is not disposed to make another effoy 
to get the convention at present, he sai 
he believed that it would change i 
stand if other New England associatio,; 
would actively support a movement tj 
bring the convention to Boston. 


Manager Scaife Sits 
as Session Chairman 


C. S. Scaife, manager Phoenix Muty; 
Life at Worcester and former president 
Massachusetts Association of Life Up. 
derwriters, acted as chairman of th 
conference sessions. George Tray, 
manager Fidelity Mutual in Boston, ani 
chairman of the program committe. 
was unable to be present on account 
of illness. 


Millionaires Take Notice! 


Caleb R. Smith of Ann Arbor, Mich, 
chairman of the Million Dollar Rouné 
Table of the National Life Underwriters 
Association calls attention to its session 
the morning of Sept. 17 at the De 
Moines convention. Mr. Smith asks 
that all those who have qualified fo 
1934 or those who will qualify by Sept. 
1 get in touch with him immediately a 
Ann Arbor so that reservations may be 
made. 


Home Folks Act 














LESTER 0. SCHRIVER 


At a meeting of the members of the 
Peoria (Ill.) Life Underwriters Asso 
ciation this week resolutions 
adopted commending the record ané 
work of L. O. Schriver, manager of the 
Aetna Life and vice-president of the 
National Life Underwriters Ass0- 
ciation, naming him as its candidate fot 
president at the Des Moines convention 
Sept. 16, 1935. He has served the na 
tional body as officer and trustee for the 
last four years and for the last ten years 
has been active in its work, giving lib 
erally of his time and ability in promot 
ing its interests. Resolutions will be 
sent to the nominating committee. The 
Peoria association urges other similat 
organizations to take similar action 1 





promoting Mr. Schriver’s candidacy. 
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See Little Chance 
for Illinois Code 


Failure of Measure Now Being 
Predicted by Friends 
and Foes 


CONFUSION IS INCREASED 


Highly Controversial Bill That Stirred 
National Interest Seems to 
Be Doomed 


A good many of those who have been 
in close touch with the Illinois insur- 
ance code situation have now come to 
the conclusion that there is little chance 
of passage of this measure. Some of 
the legislative leaders who have been 
very much interested in passage of the 


i pill, now state privately that the code 


appears doomed. 

The code picture has become very 
confused. The Illinois legislature has 
gotten into a mess in the matter of re- 
lief legislation and the sales tax. Then 
there are a number of other controver- 
sial measures of paramount importance. 

The code has been amended in the 
house to such an extent that very few 
have an idea of just what it provides. 

The code has been advanced to the 
third reading in the senate without any 
amendments being offered. The senate 
is waiting for the house to shape up the 
code with over 100 amendments being 
filed, the most important being the one 
giving the state power to regulate all 
insurance rates except life. The cod 
eis on second reading in the house. It 
was on the program to come up Tues- 
day but owing to other pressing legis- 
lative issues it has been deferred and is 
now set for Thureday. ; : 

The chances are that the picture will 
become more rather than less confused. 





North Central “Ad” Round 
Table Conference Card 











R. C. Budlong, publicity manager 
Northwestern National Life, who is 
chairman of the north central round 
table of the Life Advertisers Associa- 
tion, announces the program for the 
annual conference to be held at the 
Edgewater Beach hotel, Chicago, May 
24. The program is as follows: 


Welcome, C. B. Robbins, manager 
American Life Convention, Chicago. ; 

Sales Contests—In Full Regalia or in 
the Nude, R. B. Helser, agency secre- 
tary Yeomen Mutual, Des Moines. 

House Organs, A. Scott Anderson, man- 
ager service division Equitable of Iowa. 

Helping Agents Use National Adver- 
tising, Fred Fisher, advertising mana- 
ger Lincoln National. 

Helping with General Agents’ Bulle- 
tins, John H. McCarroll, advertising 
manager Bankers Life, Des Moines. 

Luncheon, 12:30. 

Direct Mail Advertising, Homer Buck- 
ley, president Buckley Dement & Co., 
Chicago. 


Afternoon Session 


Selling the Salesman on Direct Mail, 
Douglas J, Murphey, advertising man- 
ager General American Life. 

Something of Interest from Our Ex- 
perience. (Each speaker will present 
in three to five minutes some idea from 
his company’s experience.) W. T. Plog- 
Sterth, sales promotion manager Lin- 
coln National; J. J. Doyle, manager of 
publicity Western & Southern; Harry V. 

ade, assistant to president United 
Mutual, Indianapolis; J. M. Grimes, IJr., 
assistant advertising manager, Bankers 
Life; Alan Beck, advertising manager 
Central State, St. Louis; A. W. Barnes, 
advertising manager Illinois Bankers, 
Monmouth, Il. 





Collens Elected President 
of Phoenix Mutual Life 


TERRILL GOES ON THE BOARD 








New Head of the Company Has Had 
Wide Experience in Invest- 
ment End 





Arthur M. Collens nas been elected 
president of the Phoenix Mutual Life to 
succeed the late A. A. Welch. He has 
been vice-president. M. C. Terrill, vice- 
president, was elected a director to fill 
the vacancy caused by the death of Mr. 
Welch. Mr. Collins was born in Cleve- 
land, attended Hotchkiss School and 
Yale, graduating from the latter in 1903. 
He went into the investment banking 
business in Pittsburgh and New York 
until 1916 when he went to Hartford to 
become manager of the newly formed 
investment bureau conducted jointly 
by the Phoenix Mutual Life, Phoenix 
Fire and the Connecticut Mutual Life. 
In 1921 he was elected a director of the 
Phoenix Mutual. 


Became Officer of Phoenix Mutual 


In 1923 he resigned from the invest- 
ment bureau to become financial vice- 
president of the Phoenix Mutual. After 
serving as financial vice-president he 
became vice-president in 1925. He is 
president and trustee of the Mechanics 
Savings Bank of Hartford, director of 
the National Fire of Hartford, a direc- 
tor of the Phoenix State Bank & Trust 
Co. of Hartford, director Newington 
Home for Crippled Children and the 
Connecticut Institute for the Biind. He 
is a director of the Central Council of 
Social Agencies in Hartford. 

Mr. Collens is highly respected 
among the field men and has their con- 


fidence due to having made many talks 


before the agencies on the company’s 








New President 











ARTHUR M. COLLENS 


Arthur M. Collens, who becomes 
president of the Phoenix Mutual Life, 
is a financial man who has had wide 
experience in that particular activity. 
He is broad gauged, capable and will be 
able to carry on the fine traditions of 
the Phoenix Mutual as exemplified in 
John M. Holcombe and A. A. Welch. 








investment setup. He has had some 32 
years’ investment experience. In_ the 
field it is said great confidence has been 
instilled by selection of a thoroughiy 
competent investment man to head the 
company in these trying financial times. 
President Collens is an all-around busi- 
ness man with a wide circle of activities. 
(CONTINUED ON PAGE 7) 








executives. 


gations. 


President in 1924. 


has departed. 


Independence Square 








President Welch 


Archibald Ashley Welch, 
Mutuat Lire INsurRANCE Company, had been for fifty-three 
years one of Hartford’s able life insurance technicians and 
His long life was full-breadth, with commingled 
fidelity to business trust and recognition of community obli- 


Mr. Welch was a member of the Actuarial Department of 
the TRAVELERS from 1882 to 1890. In 1890 he was appointed 
Actuary of the PHornrx Murtvat, was elected Second Vice 
President and Actuary in 1905, Vice President in 1914 and 


We recite that Citizen Welch was an Ex-President of 
Hartford’s Board of Park Commissioners, President of the 
Hartford School of Music, Trustee of the Watkinson Library, 
the Wadsworth Athenaeum, and the Society for Savings. And 
to all good causes his counsel and his active aid were given. 


A notable figure in the long line of earnest, faithful men 
who have. safely directed the course of American life insurance 


THE PENN MUTUAL LIFE INSURANCE CO. 


WM. A. LAW, President 


President of THE PHOENIX 


Philadelphia 

















Non-Medical Law 
Situation Debated 


Puzzling Questions Presented, Es- 
pecially in Regard to Misrepre- 
tations by Applicant 


LYTTON BEFORE LAWYERS 


Advances “Risks Not Assumed” Plan to 
Avoid Possible Ill-Effects of No 
Medical Examination 





Non-medical life insurance presents 
some tantalizing questions to the insur- 
ance lawyer, especially in the field of 
misrepresentation, Arthur S. Lytton of 
Bull, Lytton & Olson, Chicago legal 
firm, told the Chicago Insurance Law- 
yers Club at a meeting this week. 

Under Arizona, Minnesota and North 
Carolina statutes, misrepresentations as 
to physical condition or age, or both, do, 
not afford a basis for voiding contract 
except in case of fraud and unless will- 
fully false or intentionally misleading. 
Mr. Lytton said in the absence of stat- 
utes to the contrary he believes misrep- 
resentation material to the risk or ac- 
ceptance thereof should void the policy: 
without regard to the applicant’s guilty 
knowledge or intention to deceive. Yet 
it must be recognized that the difficulty 
of sustaining such defense without proof 
of fraud is increasing. 


Not Always Required 


In some jurisdictions this latter ele- 
ment still is not considered essential ta 
defense. In Illinois defense of misrep- 
resentation is futile in law without proof 
of fraud. Under the preesnt statutory 
incontestable clause resort to equity is 
denied. 

Mr. Lytton said it was predicted by 
some insurance counsel] that even in the 
absence of express misrepresentation 
provisions applicable to non-medical in- 
surance, the. tendency of courts would 
be to hold that failure to examine a 
risk involves waiver of right to defend 
on the ground of impairment which 
might have been discovered by diligence 
of examination. However, Mr. Lytton 
has found no case so holding, but two 
opposed decisions on this specific point. 

He said the few decisions in point 
at this time cannot be accepted as con- 
clusive, but he is far from inclined to 
believe either that in the few cases of 
express statutory provision the compa- 
nies’ position concerning misrepresenta- 
tion is worse than in many jurisdictions 
without such statutes, or in the absence 
of statutes the provision may not be 
more favorable without medical exam- 
ination than with one. 


Situation in Louisiana 


He discussed the Louisiana non-med- 
ical statute especially. He said this pro- 
vides that on non-medical life, health, 
or accident policies it shall be presumed 
whenever it appears the agent had op- 
portunity to ascertain true condition of- 
health, habits or occupation of assured 
and has certified to his company the de- 
sirability of the risk, that the knowledge. 
acquired or which might have been ac- 
quired with reasonable diligence had 
been disclosed to his principal, and also. 
that the company waived its right to. 
claim forfeiture of the contract. The 
supreme court held this general rule ap- 
plied, even concerning latent disease, 
such as cancer, of which the applicant 
had no knowledge. : 5 

An important question is as to mis- 
statement of age bringing the applicant 
within the stated limits. The average. 
age limit of companies is 18-45. It may 
be argued, Mr. Lytton said, that if a 

(CONTINUED ON PAGE 7) 
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Mortgage Moratoria Must 
Be Contested Vigorously 


ACTUARY PARKER’S VIEWS 
Actuarial Society President in Annual 
Address Calls for Keeping 

of Good Faith 





Mortgage debt adjustment legislation 
in the United States and Canada pre- 
sents a serious problem to life com- 
panies, J. G. Parker, actuary Imperial 
Life of Canada and president Actuarial 
Society of America, said in his address 
at the meeting held in New York City 
this week. The situation affecting 
mortgages on rural real estate is espe- 
cially distressing. 

Despite the fact life companies have 
done everything humanly possible to as- 
sist deserving mortgagors to keep pos- 
session of their property, legislatures in 
both countries have passed laws mak- 
ing it more difficult for life companies 
to protect the interests of their policy- 
holders. 


Moratorium Idea Spreads 


Debt adjustment legislation in Canada 
commenced in some of the western 
prairie provinces when they were ad- 
versely affected by drought and poor 
crops, and since 1930 has extended 
through some other provinces, usually 
in the form of a moratorium and oc- 
casionally affecting both principal and 
interest. 

In 1934 the Dominion parliament 
passed an act to expand the “farmers’ 
creditors’ arrangement act” and amended 
the existing Canadian farm loan act. 
Under the new law farmers unable to 
meet obligations are able to secure re- 
duction in indebtedness and under the 
amended law to obtain moderate loan 
of new funds to carry on operations. 
There is no power given to appeal de- 
cision of the board of review in reduc- 
ing obligations, but apparently, Mr. 
Parker said, decision must be accepted 
without question. 


Only 3,500 Arrangements 


About 7,000 proposals have been re- 
duced to writing and arrangements ef- 
fected in some 3,500 cases. This legis- 
lation has tended to dry up sources of 
credit, and diminution of loaning due to 
adverse legislation must have serious 
effect on future expansion of industry 
and agriculture throughout the coun- 
try. 

He said the time has arrived when ac- 

tuaries and other life company officials 
must insist at every opportunity on 
preservation of the good faith which 
should be behind all contracts. ‘Life 
insurance companies have in no mean 
way contributed to the general prosper- 
ity of the country,” he said, “having in 
their capacity as trustees of trust funds 
loaned such trust funds for the purpose 
of developing agriculture, building up 
industry, constructing public utilities, 
municipal improvements and govern 
ment works, and it is essential that they 
should insist that the contracts which 
have been entered into should be fully 
met by those who are enjoying the ad- 
vantages developed by the loaning of 
these funds. 
“It is important that the public 
should realize that if the life insurance 
companies of this continent are to meet 
in full their obligations to millions of 
policyholders they represent, and who 
are the real owners of the companies, 
they must insist upon the obligations 
which they hold being met in full, and 
that there should be no adverse legis- 
lation affecting their rights under the 
securities which they have purchased 
with the premiums of their policyhold- 
ers.” 


- Brooks, for 20 years an agent in 





M. B 
the Fidelity Mutual Life at Columbia, 
S. C., died there after a short illness. 


Life Insurance Counsel Ane? 
to Meet at White Sulphy, 





PROGRAM IS NOW ANNOUNCE) 
Important Papers Will Be Read by 
Attorneys Prominent in the 

Legal End 





The spring meeting of the Associa. 
tion of Life Insurance Counsel will he 
held at White Sulphur Springs, W. Va, 
May 27-28. J. C. Jones, well known 
insurance attorney at St. Louis, will 
give a paper on “Federal Declaratory 
Judgments.” B. P. Sears, general 
counsel Hercules Life of Chicago, will 
speak on “Allowability of Attorneys’ 
Fees on Real Estate Mortgage Fore. 
closures.” L. P. Stone, attorney for the 
Phoenix Mutual Life, has as his subject, 
“Certain Legal Problems Involved in 
the Sale of Real Estate by Life Com- 
panies.” Sterling Pierson, general sol- 
icitor Equitable Life of New York, will 
tell the story of that company’s Russian 
litigation, dwelling chiefly on Dough- 
erty vs. Equitable (266 N. Y. 71, 193 
NE 897.) Berkeley Cox, associate 
counsel Aetna Life, will lead the dis- 
cussion on the topic, “Acceptance of 
Corporation Checks for Premiums on 
Individual Insurance.” 

Alfred Hurrell of the Prudential is 
president of the organization. 


John W. Yates, Los Angeles general 
agent Massachusetts Mutual Life, ac- 
companied by Mrs. Yates and their three 
children, is on a trip east. Mr. Yates 
will attend his company’s annual con- 
vention in Chicago. 





New Chairman 














THOMAS J. HAMMER, Birmingham 
Protective Life 


T. J. Hammer of Birmingham, direc- 
tor of agency service of the Protective 
Life of that city, who has become 
chairman of the southern round table 
conference of the Life Advertisers As- 
sociation, has been active in organiza- 
tion work. He is a graduate of the 
University of Illinois School of Com- 
merce. He joined the Protective Life 
in 1926 and has had charge of the field 
service department since then. He 
served the southern round table as ex- 
hibit chairman in 1934, secretary in 
1933 and vice-chairman last year. He 
has been on the program a number of 
times. He was a member of the or- 
ganization committee of the Life Ad- 
vertisers Association and chairman of 
exhibits at the Memphis meeting in 
1934. He at one time was in news- 
paper work, publishing a country 
weekly, the Alpena, S. D., “Journal.” 
He served two years as instructor of 
advertising and business English in the 





He was at one time golf champion of the 
Carolinas. . 


University of Alabama. 
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| Inflation Fears, Schemes for 


Social Security, Deprecated 


COLONEL ROBBINS IN TALK 





A. L. C. Manager-General Counsel 
Tells Chicago Agents Life Insur- 
ance Is Best Method 





American spirit will prevent inflation 
ta the point of destructiveness, Col. C. 
B. Robbins, manager and general coun- 
sel American Life Convention told 1,452 
Chicago agents gathered Monday under 
auspices of the Chicago Association of 
Life Underwriters to kick off in the Life 
Insurance Week drive. 

Colonel Robbins challenged the 
“imaginary dreams of Utopian bliss” 
embodied in various social security 
schemes, stating that the route of con- 
fiscation of workers’ hard earned dol- 
lars as a a means of financing such 
projects leads to ruin. Protection_of 
property rights is vital, he said. De- 
struction of personal initiative and self- 
reliance means destruction of the na- 
tion. 

As opposed to these experimental, 
untried social security plans, he con- 
trasted life insurance, which, he said, 
has been and will continue to be the one 
great, workable system through which 
poverty and financial distress can be 
averted. It is the duty of life agents, 
he said, to convince people the effects 
of depression can be warded off by life 
insurance and a_ bulwark provided 
against adversity. Life insurance has 
distributed nearly 15 billions to policy- 
holders and beneficiaries in the last five 
years. If people would all take advan- 
tage of its benefits, the impractical the- 
ories would not long be countenanced in 
this country. 


Individual Initiative Factor 


Life insurance, he said, offers all real 
benefits claimed for any of these plans, 
and in addition provides security 
through the energy, self-reliance and in- 
dividual effort of the people themselves. 
Over half the people of this country, 
among whom are found the producers 
and earners, have invested in life in- 
surance, yet the average policy is only 
$1,670 and average share of assets per 
policyholder only $346. There is here 
a great field for additional insurance. 

“Make no mistake about this!” Col- 
onel Robbins declared. ‘America has 
been built through the toil and Sacrifice 
of its people. Destroy personal initia- 
tive and self-reliance and you have de- 
stroyed the nation.” 

The agent who goes out to write 
cases and people instead of amounts, 
will show a large volume of new busi- 
ness, he said. In so doing, life agents 
will be providing for future security of 
many thousands of American homes. 
This is the ‘most practical, workable 
form of social security arrangement 
known to mankind. 


Gives Peace and Security 


Life insurance funds represent not 
merely self-denial and savings, but also 
a certain degree of financial independ- 
ence attained through individual effort 
and initiative. It is a status in keeping 
with the spirit of the founders of the 
nation. Americans heretofore have 
faithfully kept alive and vital the na- 
tional aims and ideals handed down by 
the founders. Under this order of 
things, life insurance has been fostered 
and has brought to the people higher 
standards of living, more peace and se- 
curity, than attained in any other na- 
tion in the world. Colonel Robbins 
touched on the investment aspects of 
life insurance, and dealt briefly with the 
fear of inflation. Inflation, he said, 
would raise prices of farm products so 
farmers could pay their mortgage loans, 
interest and principal; would raise 
Prices of real estate so companies could 
sell at a profit; would raise prices 0 
securities, tremendously strengthening 
companies. If inflation put men back 





to work, policyholders would be enabled 
to pay their policy loans. If it brought 
general prosperity, the life companies 
would share in it. 

The life insurance idea has grown so 
universally, he said, that there is a 
readier response to agents’ solicitations, 
a more willing ear and far greater sales 
in proportion to interviews. 


Hold Business Session 


President T. F. Lawrence, manager 
Reliance Life, presided at a short busi- 
ness meeting of the association. The 
nominating committee consists of R. L. 
Davis, chairman; C. T. Milner, Great- 
West Life; E.- C. Platter, Massachu- 
setts Mutual; Martin Zitzmann, Guar- 
dian, and John Nelson, Northwestern 
Mutual. The election judges named are 
H. J. Manning, New York Life; Mrs. 
Mildred Graettinger, Penn Mutual, and 
E. A. Surridge, Acacia Mutual. The 
auditing committee is W. W. Gillespie, 
Pacific Mutual; Matt Ruppert, W. A. 
Alexander & Co., and C. W. Johnson, 
Acacia Mutual. 

Attendance record was broken with 
1,452. L. S. Broaddus, Acacia Mutual 
manager and chairman of the general 
committee for Life Insurance Week, 
presided over the program, introducing 
Colonel Robbins and the committee 
chairmen who sat at the speaker’s table. 





Reliance Life Hes Promoted 
Three. of 4t8 Officials 


JAMISON TAKES SCOTT PLACE 
Dr. O. M. Eakins, Medical Director and 
Vice-President Elected Secretary 
—L. P. Gregory Made Director 





Two officers and a director of the Re- 
liance Life of Pittsburgh were elected 
at a meeting of directors this week. The 
vacancies were caused by the recent 
death of Herman G. Scott. Jay N. 
Jamison, in the employ of Reliance Life 
since it was formed in 1903, was elected 
executive vice-president in charge of the 
national operations. Dr. O. M. Eak- 
ins, medical director for 26 years and 
vice-president since 1926, was elected 
secretary. L. P. Gregory, head of the 
accident and health department since 
1911 and a vice-president since 1926, was 
elected a director. 

Mr. Jamison was born in Emlenton, 
Pa., Feb. 15, 1883, and went to Pitts- 
burgh in 1896. He graduated from the 
Pittsburgh high school and began his 
career with Reliance Life at the age of 


20. He was elected assistant secretary 
in 1909, actuary and assistant secretary 
in 1920, vice-president and actuary in 
1930, and a director Jan. 28, 1935. ; 

Dr. Eakins was born April 4, 1874, 1n 
Warren, N. H., and educated in Har- 
vard, Columbia and the College of Phy- 
sicians & Surgeons. He was an assist- 
ant surgeon in the United States Navy 
in 1901 when he went to Calcutta, India, 
as chief medical officer of the southern 
Asiatic division of the New York Life. 
From 1904 to 1909 he was vice and 
deputy consul general of the United 
States at Calcutta. He went to Pitts- 
burgh in 1909 as medical director of Re- 
liance Life and was elected a director 
in 1925 and vice-president in 1926. 

Mr. Gregory was born Feb. 28, 1878, 
in Albion, N. Y., and graduated from 
Cornell in 1901. He entered the insur- 
ance business in Kansas City with the 





United States Casualty as an investi- 
gator of liability claims. He went to 
its New York office in 1902 as an in- 
vestigator and became an underwriter 
'in the accident and health department. 
In 1906 he was made adjuster in charge 
of accident and health claims. He went 
to Pittsburgh in 1911 to organize the 
accident and health department of Reli- 
ance Life. He was elected assistant 
secretary in 1914 and vice-president in 
1926. He was president of the Inter- 
national Claim Association in 1920. 
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CAROLINA 


The Minnesota Mutual is 


tensive reorganization and development pro- 
gram in some parts of North Carolina. 


Men, with a combination of an ability to pro- 
duce and organize and of good character, 
looking for a new connection affording reason- 
able financing, should make immediate inquiry. 


Fill out and mail the coupon below to 


Harold J. Cummings, Vice-President 


THE MINNESOTA MUTUAL 
LIFE INSURANCE CO. 


ST. PAUL, MINNESOTA 
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Insurance Week Observed 


Local Life Underwriters Associations Have Featured 
Speakers and Special Programs in Drive for New Business 





Life men in all sections are alive this 
week to the special Life Insurance 
Week opportunities. Never has the 
business been so favorably publicized. 
A feature of Life Insurance Week was 
the broadcast by Dr. S. S. Huebner over 
the red network of the National Broad- 
casting Company on Mrs. _ Claudine 
MacDonald’s ‘‘Woman’s Radio Review” 
hour. Dr. MHuebner’s subject was 
“What Do You Know About Your Life 
Insurance Policies?” The invitation 
from the broadcasting company came 
as a result of a suggestion by the New 
York Life Underwriters Association’s 
public relations committee: H. L. Wof- 
ford, chairman; G. A. Eubank and E. 
E. Maneck. 

Gov. P. M. Lafollette of Wisconsin 
took a prominent part in the Madison 
Life Underwriters Association cere- 
monies. 

“One hundred years ago,’ Gov. La 

Follette said, “members of a family 
could plan their lives so that they could 
protect themselves against future haz- 
ards, but in recent years this has not 
held true, and it has become necessary 
for us to provide for these future haz- 
ards. Insurance, particularly life in- 
surance, has become an integral part of 
all social life.” 
_ Gov. La Follette said that insurance 
is almost as important to society as 
government itself. He stated that it 
was a tribute to the profession that no 
insurance company operating in Wis- 
consin had failed during the depression. 
Insurance was also cited as a perfect 
example of cooperative action by Gov. 
La Follette. 

Alfred E. Smith, former governor of 
New York and director of the New York 





Life, spoke Wednesday over the radio: 


on “The Human Side of Life Insur- 
ance.” John B. Kennedy, vice-president 
National Broadcasting Company, spoke 
over that*network on “Is Life Worth 
Living?” publicizing life insurance week. 


FISCHER AT INDIANAPOLIS 


INDIANAPOLIS, May 16—C. O. 
Fischer, St. Louis general agent Massa- 
chusetts Mutual Life, started the ball 
rolling for Life Insurance Week in In- 
dianapolis with a talk at a breakfast 
meeting of 1,000 underwriters Monday 
morning. A_ successful life insurance 
selling program should include knowl- 
edge, faith, planning and action, he said. 
The average underwriter today has 
ample opportunity for gaining knowl- 
edge of his business, has every reason 
to have faith in its present and future 
and knows how to plan his work, but, 
if he does not put into action this 
knowledge, faith and ability to plan, he 
will get nowhere. 

Commissioner H. E. McClain spoke 
on the effect of the new insurance code 
on life insurance. There will be no more 
assessment life insurance companies or- 
ganized under the new statute, he de- 
clared. Agents will be licensed on the 
basis of character and knowledge of the 
business. No more can Indiana insur- 
ance companies of any classification be 
put through the old style of ruinous re- 
ceivership but any company which may 
now get into difficulties will be taken 
over by the insurance department to be 
rehabilitated, reinsured or liquidated. Of 
eight states undertaking to enact insur- 
ance codes this year, Indiana is the 
only one that has succeeded. 

At a tea and style show in a local de- 





partment store Thursday afternoon Paul 
Speicher, of “Insurance Research & Re- 
view,” will talk. Commissioner McClain 
will make four radio talks during the 
week. 

MICHIGAN PROCLAMATION 


LANSING, MICH., May 16.—Life 
insurance forces directing Michigan’s 
participation in Life Insurance Week 
have been accorded the fullest coopera- 
tion of state officials. Governor F. D. 
Fitzgerald proclaimed the week for gen- 
eral observance throughout the state, 
stressing the need for attention to a 
program of personal security for the fu- 
ture without reliance on paternalistic 
governmental projects. He also empha- 
sized the “effectiveness of life insurance, 
supervised and safeguarded by the state, 
as a social and economic factor” 
throughout the depression. He attached 
his signature to the proclamation at ‘a 
formal ceremony attended by Commis- 
sioner John C. Ketcham; J. Arthur Pino, 
Lansing, and Herbert B. Thompson, 
Detroit, president and secretary, respec- 
tively, of the Michigan State Life Un- 
derwriters Association; E. P. Magee, 
president of the Lansing Life Managers 
Association, and E. A. Johnson, presi- 
dent, Lansing Association of Life Un- 
derwriters. 

The commissioner talked over radio 
station WWJ in Detroit on Tuesday. 
Mr. Thompson addressed a meeting 
Monday of the Lansing association 
launching the local activities. 

St. Paul—Two “pep” breakfasts, sev- 
eral luncheon meetings, window displays 
and newspaper advertising and publicity 
comprised St. Paul’s observance of Life 
Insurance Week. Paul Speicher, Re- 
search & Review Service, Indianapolis, 
and W. W. Klingman, agency vice-presi- 
dent Equitable Life of New York, were 
the principal speakers at the breakfasts. 
S. D. Krueger, agency manager Equitable 
of New York, was general chairman. 

Springfield, Ill—The association 
opened Life Insurance Week Saturday 
evening with a public address by Dr. S. 
S. Huebner on “Life Insurance and In- 
portant Economic Trends” About 1,000 
people were present. On Sunday the life 





underwriters went to the First Congr. 
gational Church where Rev. H. H. Pit. 
man based his sermon on “The Gosp, 
of Life Insurance.” On Monday morning 
there was a breakfast and an inspir,. 
tional address by Secretary Will Tayio 
of the Franklin Life. On Friday of tj, 
week Grant Hill, superintendent of 
agencies of the Northwestern Mutual 
Life, will speak at the May luncheop, 

M. Solenberger, manager Mutual 
Benefit Life, is president of the organj. 
zation. 

Buffalo—Life Insurance Week openg 
on Monday with a breakfast. C. L. Mil}. 
ken, manager Chevrolet Motor Car Con. 
pany, spoke. Daily luncheons and as. 
semblies were held the balance of the 
week. 











Des Moines—H. S. Nollen, president 
Equitable Life of Iowa, spoke over radiy 
station WHO on “The Meaning of Life 
Insurance Week.” 


LaPorte, Ind.—L. O. Schriver, Peoria, 
Ill., vice-president National association, 
spoke at a banquet Tuesday evening, 


San Francisco—Celebration of Life In. 
surance Week) included appearance of 
underwriters before more than 12,09 
high school students and 15,000 to 20,009 
social club members, as well as addresses 
over a number of radio stations. Among 
those speaking were: William R. Spin. 
ney, president of the association; M. L, 
Fairchild, manager Connecticut Genera] 
Life; Karl L. Brackett, general agent 
John Hancock Mutual Life; Clifford Hen. 
derson, Prudential; H. A. Binder, Massa. 
chusetts Mutual Life; Gerald McKenna, 
Penn Mutual Life; B. F. Mitchell, Gen. 
eral American Life; Ed Worth, Occiden- 
tal; J. A. Sullivan, Equitable of New 
York, and Arthur Brown, Massachusetts 
Mutual. 


Salt Lake City—The Life Insurance 
Week program includes newspaper pub- 
licity and paid newspaper space, radio 
broadcasts, talks before church groups, 
students and teachers and clubs, and 
window displays. 


Lafayette, Ind.—The principal feature 
of Life Insurance Week was a radio 
broadcast by Homer Griffith over WBAA. 
William Fleming and George Brown 
gave addresses at meetings during the 
week. 

Kansas City, Mo.—The most ambitious 
program ever arranged for life insur- 
ance week is being carried out by the 
local association. <A half-page news- 
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Thanks, 


Judges! 


Our “Merchandising Ideas” were awarded first place in the sales 
promotion material exhibit displayed at the Life Advertisers Southern 
Round Table meeting in Richmond, Virginia, on April 30. 


These “Merchandising Ideas” are a series of se/ling helps issued 
monthly to each Jefferson Standard representative. 


This aid to selling is another reason why “business is good with 
Jefferson Standard agents”. 


A. R. PERKINS, Agency Manager 












































efferson Standard | 


Life Insurance Company 


JULIAN PRICE, President 
GREENSBORO, NORTH CAROLINA 
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aper advertisement listed names of paid 
embers: At a breakfast Dr. IL M. 
norreen spoke. The association’s regu- 
ar Monday night broadcast over station 
9XBY was devoted to life week promo- 








jon. 
Northern New Jersey—A breakfast in 
Newark started Life Insurance Week. 
‘Albert E. N. Gray, assistant secretary 
prudential, pointed out that life insur- 
ance is the answer to a human problem. 
pr. W. T. Hanzsche of Trenton said the 
jitters are disappearing and the people 
are beginning to see the stars again and 
confidence is being restored. An essay 
contest on life insurance was held 
among the pupils of the Newark schools. 
Cleveland—The Cleveland Life Under- 
writers Association put on an exten- 
sive Life Insurance Week program. 
Newspaper and outdoor advertising was 
used and speakers were scheduled be- 
fore 30 clubs and organizations to talk 
on life insurance. Every minister in 
Greater Cleveland received a letter in- 
forming him of the objects and pur- 
poses of the week. Special school mes- 
sages were given and downtown stores 
dressed their windows for the occasion. 
The association opened the week with 
a breakfast meeting addressed by R. S. 
Koehler, Jr.,. Mutual Benefit Life, Pitts- 
purgh, on “Chasing the Goat Getters.” 
He showed how a year’s insurance quota 
can be maintained, dividing $250,000 into 
the number of policies of various sizes 
necessary to make up that amount. He 
laid out a program of work which would 
bring the required result. New National 
association by-laws were passed. Elec- 
tion will be held June 14 and the official 
year will now end June 30. 
Minneapolis—Professor W. B. Bailey, 
economist of the Travelers, spoke on 
“Selling Life Insurance Today” at the 
opening meeting of Life Insurance Week 
in Minneapolis. Mr. Bailey was intro- 
duced by O. J. Arnold, president North- 
western National Life. 


Richmond, Wa.—Observance of Life 
Insurance Week was inaugurated Mon- 
day morning with a breakfast. The pre- 
vious evening, Lieutenant Governor 
James H. Price talked over the radio 
stressing the importance and value of 
life insurance. Other radio talks, in the 
form of interviews were made during 
the week. Charles W. Phillips, assistant 
manager Atlantic agency of the Atlan- 
tic Life, was in charge of the program 
for the week. Richmond won first prize 
in the nation-wide contest last week 
and will make a determined effort to 
repeat this year, according to W. M. 
Brooks, president of the Richmond asso- 
ciation. 

Dallas—Life insurance week opened 
with a breakfast and talk by G. O. 
Wilson. Agents talked to luncheon 
clubs during the week. 

Omaha, Neb.—The Omaha association 
sponsored 15 talks over three local radio 
stations in its observance of Life Insur- 



























ance Week. Insurance men who talked 
were: De E. Bradshaw, president 
Woodmen of the World; R. Low, 


president American Reserve Life; W. H. 
Logan, general agent National Life of 
Vermont, and Dave Noble, New England 
Mutual Life. 


Collens Elected President 
of Phoenix Mutual Life 


(CONTINUED FROM PAGE 3) 


It is assured he will carry on the high 
Standards of trusteeship. 

On the personal side he is a more 
than ordinarily good golfer, frequently 
shooting in the low 70s and is a mem- 
ber of the Hartford Golf Club and 
Hartford Club. He also goes in much 
for fishing, having made annual pilgrim- 
ages to New Brunswick for many years 
for salmon fishing. He has two sons 
and a daughter, the sons being in school 
and the daughter Mrs. Jeremiah Bartho- 
lomew, wife of a member of the trust 
department of the Hartford-Connecti- 
cut Trust Company. 

Mr. Terrill has been in the service of 
the Phoenix Mutual since his gradua- 
tion from Yale in 1909. He is a director 
of the Hartford National Bank & Trust 
Company. 


Edward L. Ryerson, Jr., iron and steel 
manufacturer of icago, has_ been 


elected a director of the New York Life. 
Had is president of Joseph T. Ryerson & 
Son. He is also a director of the North- 
ern Trust Company of Chicago and the 
Quaker Oats Company, and a_trustee 
of the University of Chicago. He is a 
8raduate of Yale. 


Non-Medical Law 
Situation Debated 


(CONTINUED FROM PAGE 3) 


company will accept a man of 45 with- 
out medical examination there is no sub- 
stantial reason why, although a limit is 
fixed at that age, it should not accept 
a man of 46 similarly, and that if a man 
of 46 represents himself to be 45 in 
order to escape examination, the dis- 
crepancy is so slight the policy should 
not be voided, but should be governed 
by the age adjustment provision. 


Limit Seems Obligatory 


On the other hand, he said, there are 
obvious reasons why a company will 
not accept a man of 65 without medi- 
cal. So wide a discrepancy in age can- 
not be adequately secured by applying 
the age adjustment provision. Under 
this argument it seems companies writ- 
ing non-medical are practically bound 
to fix a limit beyond which they will 
not accept a risk without previous med- 
ical examination, as without definite 
standards it would be impossible to 
draw the line. Nevertheless, if there is 
such misrepresentation of five, 10, 20 
or even more years, he said, will not 
companies be limited by the age adjust- 
ment provision in their policies and ex- 





isting statutes which are automatically 
written into the contract. If companies 
treat such age discrepancies on the ba- 
sis of mere representation, he said, they 
will have difficulty in escaping the age 
adjustment provision; but if they will 
treat them on the basis of risks not 
assumed, adequate relief is not impos- 
sible. 
Risks Not Assumed Plan 


On the basis of decisions in the case 
of Ludwinska vs. John Hancock Mu- 
tual Life on March 26, 1935, in the 
Pennsylvania supreme court, and Wells 
vs. Inter-Ocean Casualty, in the 
Georgia supreme court, 1930, it would 
seem possible, Mr. Lytton said, to main- 
tain the theory of “risks not assumed,” 
and at the same time give effect to the 
age adjustment provision as not incon- 
sistent therewith. This would be done, 
he said, by excluding ages beyond those 
designated for non-medical insurance, 
and applying the age adjustment clause 
to ages withip the designated limits. 

If companies are really interested in 
protecting themselves on the age prop- 
osition, he said, it would seem that an 
agreement should be included in the ap- 
plication over the applicant’s signature 
whereby age limits are recognized and 
status of the proposed contract in case 
of misrepresentation as to age plainly 
stated. He said it would seem desir- 





able to go even further and expressly 
ineludes this contingency in the policy 
as a risk not assumed. While approval 
of some insurance departments might 
be withheld, in such case a direct issue 
could be made immediately and the 
question settled. 


Federal Bounty Is 
Not All-Sufficient 


(CONTINUED FROM PAGE 1) 


away from the old traditional devices for 
personal provision for the future, and 
there is a too frequent claim that the 
government will eventually take over 
this whole program.’ With that point 
of view I disagree violently. It is used, 
more often than not as an alibi for 
non-performance. 

“The majority of people in this coun- 
try do not want to be treated, even in 
times of depression, as dependents, 
hangers-on, social liabilities. They still 
recognize that they must be the crea- 
tors of their own security.” 


The hearing of the Federal Union Life 
of Cincinnati case which has been post- 
poned many times the past six months 
was again postponed on Monday due to 
an accident to Judge Nevins. In driving 
to Columbus last week the judge had 
an accident and is now in a Columbus 
hospital. 
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New Business Hit Slump 
in Production for April 





NEW YORK, May 16.—New life in- 
surance production for April was 7.6 
percent less than for April, 1934. For 
the first four months the cumulative to- 
tal was 5.2 percent greater than the 
amount for the corresponding period of 
last year. These facts are given in the 
report of the Association of (Life Insur- 
ance Presidents. 


Total April Business 


For April, the total new business of 
all classes written by the 42 companies 
was 733,870,000 against $794,495,000 in 
April, 1934, decrease 7.6 percent; or- 
dinary $468,187.000 against $511,915,000 
decrease 8.5 percent; industrial $228,- 
188,000 against $220,366,000, increase 3.5 
percent; group $37,195,000 against $62,- 
214,000, decrease of 39.7 percent. 


For the first four months, the total 
new business of these companies) was 
$3,046,862,000 this year against $2,8935,- 
653,000. last year, increase 5.2 percent; 
ordinary $2,062,299,000 against $1,898,- 
266,000, increase 8.6 percent; industrial 
$868,721,000 against $842,397,000, in- 
crease 3.1 percent; insurance $115,842,- 
000 against $154,990,000, decrease 25.3 
percent. 

The new paid-for business written in 
each of the first four months of 1933, 
1934 and 1935, and percentaye increases 


or decreases, are shown: 
Last three ciphers omitted. 
1933 934 


193 1935 
Jonny .3 29% $ 423,573 $ 435,676 $ 601,300 
WI,» vou pe de 424,483 424,395 490,193 
March 435,308 526,280 502,619 
April? . 2... 423,605 511,915 468,187 





$1,706,969 $1,898,266 $2,062,299 








Arkansas Group Life Plan 
for State Employes Invalid 


An Arkansas act, providing for group 
insurance for state employes to be paid 
for jointly by..the state and employes, 
has been held invalid by Attorney-Gen- 
eral C. E. Bailey because the bill was 
not passed by a two-thirds majority of 
each house. The opinion, addressed to 
Governor Futrell, chairman of the in- 
surance board set up in the bill, said 
the bill would have required two-thirds 
vote in both houses to make it effective 
because paying insurance premiums for 
employes is not a “necessary expense of 
government,” and because the subject 
matter calling for the appropriation had 
me been provided for by pre-existing 
aws. 

The bill passed the house 83 to 1 but 
the senate vote was 23 to 11, one short 
of two-thirds majority. 

The board met three weeks ago to 
receive bids and proposals were sub- 
mitted by a dozen insurance companies 
but action was deferred pending inves- 
tigation of validity of the appropriation 
feature. 








Hartford Underwriters Organize 


HARTFORD, May 16—The Hart- 
ford Home Office Underwriters Club 
has just been formed by the senior un- 
derwriters with a membership of 50. 
The first meeting was held Tuesday 
evening. Louis Z. Richards, supervisor 
life underwriting division, Aetna Life, 
was chairman of the meeting. The 
speakers were L. M. Robotham, secre- 
tary life department Travelers, ‘and 
James G. Late, Aetna Life. 


— 


Award Day Handicap 

LEXINGTON, KY. May 16— 
Agents of the Pacific Mutual Life from 
Kentucky, Ohio, West Virginia, Indi- 
ana and Tennessee met here for the an- 
nual Carroll Day Handicap, an agency 
contest in honor of Carroll C. Day, 
Oklahoma City general agent. At the 
dinner, Mr. Day delivered his address, 
“A Philosophy of Living.” Joe Math- 
ewson, Ashland, Ky., was awarded the 
Carroll Day Handicap award. 





Action on New York Bills 


Governor Lehman of New York ap- 
proved the O’Brien bill regarding the 
changing of lodge systems and fraternal 
societies. * * * Governor vetoes meas- 
ure providing that persons with policies 
of $500 or less shall not be barred from 
relief. 

Another bill prohibiting use of 
“annuity,” “underwriter” and variations 
in corporate titles signed by governor. 
* * * Governor vetoes bill providing 
that creditor or policyholder has a right 
to provide for court liquidation of in- 
surance companies. 





Management Conference 
in Kansas City May 20-22 


KANSAS CITY,.MO., May 16— 
More than 150 life company men will 
meet here May 20-22 for a three-day 
conference of the Life Office Manage- 
ment Association. 

The program will be devoted to an 
intensive consideration of life insurance 
home office underwriting activities and 
the conservation of life insurance. W. 
T. Grant, president Business Men’s As- 
surance, will talk on ‘Better Conserva- 
tion. Through Better Supervision. of 
Routine.” W. B. Irons, secretary Fed- 
eral Reserve Life, Kansas City, Kan., 
on Wednesday afternoon will discuss 
“Paying Commissions on _ Reinstated 
Business.” 

L. D. Ramsey, secretary Business 
Men’s Assurance, is chairman of the 
Wednesday session. Mr. Ramsey, who 
has for many years taken an active part 
in the. work of the. L. O. M. A., is 
chairman of the local committee on ar- 
rangement for this convention and was 
largely instrumental in bringing the 
convention to Kansas City. 


Equitable Changes Made 

George Betts has been made district 
manager for the Equitable of New York 
at Watertown, N. Y. He went from 
Middletown, N. Y., where he was with 
the company, to become a unit man- 
ager in the Equitable agency at Syra- 
cuse. He has been in Syracuse for the 
past seven years. He has been success- 
ful in developing agents. A. J. Patrick, 
who had been with the Equitable in 
Watertown, is now located at Malone, 
N. Y. H. J. Terwilliger, formerly in 
Watertown with the Equitable, is now 
with the Equitable at Kingston, N. Y., 
and is associated with the McNamee 
agency of Albany. 


C. B. Knight Agency’s April 

The C. B. Knight Agency of the 
Union Central Life in New York City 
paid for $1,391,068 in April and for $10,- 
941,676 for the year to date as against 
$7,823,861 for the first four months of 
last year. 








Opens New Houston Agency 

The Ohio State Life has opened a 
general agency at 401 Shell building, 
Houston, Tex. It will be known as the 
Chiodo-Cooper Agency, and will be con- 
ducted by Vincent Chiodo and C. B. 
Cooper. 


New Agency in Columbus 


The Cincinnati Mutual Life has 
opened an agency in the Standard 
building, Columbus, O., with A. G. 


Speyer, formerly of Cincinnati, as man- 
ager. ‘The Cincinnati Mutual has _ re- 
insured the ordinary policies of the Ma- 
sonic Mutual Benefit Association. 








Michigan: Life Names 











Executive Vice-President: 





L. J. TREANOR 


DETROIT, May 16.—At a meeting 
of directors of the Michigan Life, L. 
J. Treanor, who has been a vice-presi- 
dent for the past four and one-half 
years, was named executive vice-presi- 
dent and a member of the executive 
committee. He succeeds W. G. Beau- 
mont, who has resigned after serving as 
executive vice-president since the death 
of L. T..Hands a year ago. Mr. Beau- 
mont, who had been secretary from the 
inception of the company in 1928 until 
last year, remains as a member of the 
board. 

Mr. Treanor is widely known in in- 
surance. circles through having been 
chief examiner of the Michigan insur- 
ance department for eight years pre- 
vious to his association with the Mich- 
igan Life, and was one of the founders 
of the Associated Insurance Interests of 
Michigan. 

Scott E. Lamb, who is well known in 
Detroit financial circles and has been a 
member of the board and executive 
committee since it was formed, has been 
appointed vice-president and secretary. 
Mr. Lamb will supervise the company’s 
investments. 








Pertinent Trends 
Given by Huebner 


(CONTINUED FROM PAGE 1) 


all probability will be paid rather than 
repudiated through further devaluation 
of the currency, Dr. Huebner pointed 
out. This situation will throw tax ex- 
emptions of life insurance into even 
more favorable and unmistakable relief. 
No income tax is payable on proceeds 
paid by reason of death of the insured; 
nor is any tax payable by living policy- 
holders until the amount they receive 
back equals what they paid in—and the 
amount paid in includes the decreasing 
term insurance element. 

The public’s consciousness of a closer 
relation between home and_ business 
opens up a market for business insur- 
ance in some _ 5,000,000 middle-class 
families who operate businesses as close 
corporations, said Dr. Huebner. These 
include small storekeepers and others 
who should need protection for their 
business. Insurance for such prospects 
should. stress the family protection 
angle, he emphasized. 

Summing up the current inflationary 
factors at work to produce higher price 
level, Dr. Huebner stressed the need of 
protecting the truly “forgotten” class 
against such price rises. This class he 
termed the widows and orphans and the 
retired. Unable to adjust their income 
to a higher level to compensate at least 
partially for higher prices, the only an- 








Actuarial Society Holding 
Annual Meet in New Yo, 





SUMMARY OF PROGRAM Glivy; 





John Turnbull, Actuary of Sovereig 
Life of Canada, Presented an 
Unusual Paper 





NEW YORK, May 16.—A paper 
“Friendly Societies in Canada” was pp. 
sented to the Actuarial Society of Ame. 
ica at its annual meeting in New Yo 
by John Turnbull, actuary of the So, 
ereign Life of Canada. It presents, 
subject which is rarely seen in th 
transactions of the society. Brief cop, 
ments are made on the nature of th 
legislation in the Dominion of Canaj 
and in the various provinces. The byl 
of the paper, however, is given ove 
to a review of the rules of 16 friendly 
societies active in Canada, with com. 
ments on them and the results to k 
expected under their operation. Th 
mortality and sickness experiences 
three societies in Canada are given. 

Some comparisons are made between 
the experience in Canada and that of 
similar societies in Great Britain. The 
methods of valuation are then discussed, 
attention being drawn to the peculiar. 
ities of valuations for friendly societies, 
In view of these peculiarities there is 
referred to and briefly explained the 
“ages passed through” method of valu 
tion. An actual working example of 
this fine method is given as an appen- 
dix. The paper is an attempt to give 
assistance to those actuaries who may 
be required to undertake valuations for 
friendly societies. It should also be 
of value to the executive officers of 
these societies in their administration 
work. 

J. G. Parker, actuary of the Imperial 
Life of Toronto, who is president of 
the Actuarial Society, devoted his ad- 
dress to “Farm Loan Legislation in the 
Dominion of Canada.” 

A paper by D. C. Bronson, assistant 
actuary Travelers, outlined the desire 
bility and difficulty of investigating the 
mortality experience under the higher 
amounts for which employes under 
group life policies are covered. Using 
an approximate method, Mr. Bronson 
showed that the results for the single 
year: 1934 under Travelers group poli 
cies indicated little if any adverse mor: 
tality selection and a favorable disability 
comparison. , 

Dealing with the experience of th 
Manufacturers Life of Canada aiong 
the Japanese in Hawaii, Fl. J. Stowe, 
assistant actuary, said that results 
showed a wide difference in mortality 
for the two groups of Japanese studied, 
although little difference was apparent 
when the material was divided by oc 
cupation. The paper included a table 


ot build and the company’s disability ee 


and double indemnity experience. 


This year’s retiring members of the f 


council are H. H. Jackson, National 
of Vermont; A. T. McLean, Massa- 


chusetts Mutual; W. A. P. Wood, Can- F 
ada Life, and E. E. Cammack, Aetna | 


Life. 








swer is to provide a larger estate s0 


that sufficient income will be produced | 


to offset the price increases, he declared. 

As for any prospect of revaluation of 
the dollar at a higher gold content than 
now, he advised his hearers to forget 
about it, saying that no nation which 
devalued its currency has ever put back 
the depreciation, and that if such a step 
were contemplated, there would be 4 
tremendous wave of protest against 4 
step which would make the rich richer. 


The Milwaukee agency of the Bankers 
Life of Iowa has moved from the First 
Wisconsin National Bank building t0 
1000 Milwaukee Gas Company building 
on East Wisconsin avenue, due to stead- 
ily increasing business. April was the 
agency’s 18th month of consecutive 
gains. F. T. Johnson is manager. 
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MUST RETAIN PEOPLE’S FAITH 





General Agent Stevenson of Penn Mu- 
tual Tells Fundamentals at Joint 
Toronto Conference 





Life insurance, having earned the 
public’s faith by a demonstration of un- 
wavering stability during the depression, 
above all other businesses should be 
scrupulous to the last degree in what 
it tells the public so their confidence 
may not be in the least betrayed, Le.» 
Stevenson, home office general agent of 
the Penn Mutual Life, Philadelphia, de- 
cared in a talk before joint meeting in 
Toronto of the Toronto Life Under- 
writers Association, Canadian Life Offi- 
cers Association and the Canadian 
Agency Officers Association. His topic 
was “Cooperation Between Advertising 
and Agency Activities.” He was in the 
city attending a meeting of the Cana- 
dian Life Insurance Advertisers Asso- 
ciation. “ 

One great advantage of a cooperative 
campaign such as Life Insurance Week 
is that it eliminates competitive state- 
ments, he said. Dr. Stevenson com- 
mented on the questionnaires sent out 
to life agents by the commercial re- 
search department of the Curtis Pub- 
lishing Company, asking for suggestions 
on what companies could do to help 
them sell insurance, 51.9 percent urging 
that the companies advertise. The aver- 
age agent probably feels advertising 
would help him sell the people he sees. 
It will do this if it is properly used, Dr. 
Stevenson said, but it must be realized 
that to get the maximum value from 
advertising it must be properly coordi- 
nated with agency activities. The agent 
must be given practical help in prospect- 
ing, obtaining interviews and closing 
sales. 


Elements of Sound Plan 


He summed up: (1) A good adver- 
tising program is bound to make the 
public life insurance conscious, and, in 
the case of company advertising, “com- 
pany conscious.” (2) It can be of im- 
measurable value in making the public 
aware of what the companies have to 
offer; and (3) it can introduce the agent 
favorably, making the reception of his 
message more friendly. 

“But, at the same time,” he said, “I 
think that if the advertising is to be 
of direct assistance to individual sales- 
men, (1) a definite plan of procedure 
must be made, (2) there must be a defi- 
nite plan for ‘merchandising’ the adver- 
tising itself, and (3) the advertising 
program must form part of the general 
sales promotion program.” 





Pennsylvania Insurance Days 
The annual celebration of Pennsyl- 
vania Insurance Days at Pittsburgh, 
May 23-24, will open with a luncheon 
the first day when Insurance Commis- 
sioner O. B. Hunt will be the main 
speaker. In the afternoon there will be 
a business program and in the evening 
the main speaker will be former Gov- 
ernor A. C. Ritchie of Maryland. The 
headquarters will be at the William 
Penn hotel. R. C. Kneil of the home 
office of the Reliance Life is secretary 
— of the arrangements com- 
littee, 


Sarles Goes to Greensboro 


F. W. Sarles, who for six years has 
been at the home office of the Inter- 
Ocean Casualty of Cincinnati as direc- 
tor of publicity and asistant in the 
agency department, will leave June 1 
to become manager for the company in 
North Carolina with headquarters at 
Greensboro. He was formerly con- 
nected with the “Weekly Underwriter” 


i New York in its business depart- 
nt. 











Eureka-Maryland Names 
T. J. Mohan Vice-President 











T. J. MOHAN 


The Eureka-Maryland Assurance has 
promoted T. J. Mohan, field manager, 
to vice-president in charge of the field. 
Mr. Mohan started with the company 
as an agent and was successively ap- 
pointed assistant superintendent, field 
inspector and auditor, superintendent, 
supervisor, assistant field manager and 
field manager. Mr. Mohan has becn 
prominent in the Industrial Section of 
the American Life Convention. At its 
last meeting he ably analyzed the con- 
servation problem, holding that the 
agent is the key to keeping business on 
the books. 








Uninsurability Increase 


Due to Use of Alcohol 


MINNEAPOLIS, May  16.—Unin- 
surability of those who indulge in alco- 
hol has increased 149 percent in men 
and women under 30, according to the 
Northwestern National Life experience. 
Rejections involving alcoholic indulgence 
increased 25 percent for all ages since 
repeal. Applications received during the 
spring of 1935 reporting use of alcoholic 
beverages increased 74 percent over the 
same period in 1932. This figure in- 
cludes both occasional and habitual in- 
dulgers. Persons under 30 showed a 
much larger increase in the use of in- 
toxicants with a gain of 138 percent. 


More Rejections Reported 


Rejections due to heavy indulgence of 
alcohol for the year ending April 1, 1932, 
accounted for 17.6 percent of the total, 
while for the year ending April 1, 1935, 
the percentage had increased to 22 per- 
cent or 25 percent more. Under age 30 
rejections increased from 11.9 percent 
in 1932 to 29.7 percent in 1935, an in- 
crease of 149 percent. On ages 30 to 45 
the increase was only 3 percent from 
30.9 percent in 1932 to 31.9 percent in 
1935. In the group of 45 or over there 
was a decrease of 12 percent, being 11.6 
percent in 1932 and 10.2 percent in 1935. 


Percent Is Increased 





In an analysis of accepted applica- 
tions for the spring of 1932 covering all 
degrees of alcoholic indulgence showed 
an 8.2 percent increase of applicants un- 
der 30, while in the spring of 1935 the 
proportion has increased to 19.5 per- 
cent, an increase of 138 percent. Of the 
30 to 45 group of accepted applicants, 
22.2 percent in 1932 were alcoholic users 
and 36.9 percent in 1935, an increase of 
66 percent. Of the accepted applicants 
of 45 and over, 18.7 percent used alcohol 
in 1932 and 31.8 percent in 1935. The 
average of all groups of accepted appli- 
cants using alcohol was 13.3 percent in 
1932 and 26.6 in 1935, an increase of 74 
percent. 
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Not only during 


LIFE INSURANCE WEEK 
—but throughout the year 


From month to month in 
several magazines* the 
Metropolitan endeavors 
to promote security 
through life insurance. In 
May the topic is old age 
security — 

“It's fun to be 65—IF—” 


The actuaries of your life 
insurance company can 
tell you that about two- 
thirds of the people who 
read the Metropolitan's 
May advertisement will 
outlive the age of 65—a 
definite reason for urging 
clients to provide Retire- 


ment Income Insurance. 
* * * 


Before Life Insurance 
Week (May 13-18) be sure 
to ask your own company 
for copies of the booklet 
“How to Win Both Ways.” 


*Business Week, Collier's, Cosmo- 
politan, Forbes, Nation's Business, 
Saturday Evening Post, Time. 


METROPOLITAN LIFE 
INSURANCE COMPANY 


Frederick H. Ecker, President 
ONE MADISON AVE., NEW YORK, N. Y. 
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Actuary as 


Tue death of President A. A. WELCH 
of the PuHornrx Muruat Lire calls to 
mind that men trained in the actuarial 
field the last 20 years or so in a number 
of instances have burst the bonds that 
confined them to the more technical 
considerations and studies of life insur- 
ance, and they have become outstanding 
in their administrative ability. In days 
gone by, many were wont to think of 
an actuary as purely a technician. He 
may have been a most capable and 
learned one. He was regarded as the 
pedant of life insurance. He was schol- 
astic and erudite but lacked the practical 
characteristics so necessary in guiding 
the destinies of an institution as a whole 
and acting as its administrative head. 
We have discovered that many men 
most capable in their professional work 
as actuaries have used this schooling 
and experience as a great leverage in 
their later, broader duties. 

From the purely physical aspect, Mr. 
WeELcH might be taken as a profound 
pundit. He did not have the bearing of 
one who had well in hand the principles 
and rules that guide one along success- 
ful lines in a strictly business position. 
Yet to those who came in contact with 
him, and especially to his own force, he 
seemed to be the master of sales in- 
stincts. He knew the ground work of 
salesmanship. He had a thorough sym- 
pathy with the production department 
of his company. At the meetings of 
PHOENIX MUTUAL agents in his talks he 
seemed inspired in his expressions. He 
had a burning conviction as to the serv- 
ice and impregnability of old line insur- 
ance. He saw its magnitude and vis- 
ioned its opportunities. This mental at- 
titude seemed to grow the longer he 
was in office. Always a man dignified 


a President 


in bearing and possessing the appear- 
ance of a scholar, he attained success in 
his work as chief executive by his mas- 
tery of the many problems that en- 
grossed the attention of one in his post. 


With it all Mr. Wetcu was. thor- 
oughly democratic and always ap- 
proachable. 

Outside his own business he was 


civic-minded and had a keen interest in 
his community. This is shown by the 
fact that he was one of the organizers 
and for many years served as director 
of the Hartford community chest. He 
was chairman of the high school com- 
mittee of the city for more than 15 
years. He also served as park commis- 
sioner. He was president of the HAartrorp 
CHAMBER OF CoMMERCE. He served as 
vice-president of the AMERICAN SCHOOL FOR 
THE Dear. He was president of the Hart- 
FORD SCHOOL oF MusICc, a trustee of the 
WaATKINSON LiprARy, the WapswortH 
ATHENEUM, the BUSHNELL MemorraAt and 
was on the advisory committee of the art 
society. TRINITY COLLEGE, in his: home city, 
conferred on him the degree of master 
of arts in recognition not only of his 
great work in life insurance, especially 
as an actuary, because this was before 
he became president, but also due to 
his outstanding eminence as a Civic 
leader. 

In strictly life insurance lines his 
most notable work outside of his own 
company was undoubtedly his service 
as a representative of the AcruARIAL So- 
CIETY OF AMERICA on the medico-actuarial 
investigation committee, consisting of 
four actuaries and four medical direc- 
tors. This committee did a noble piece 
of work in analyzing and tabulating the 
experience of various companies in sub- 
standard risks. 


Hope for Desired Amendment 


Group pension officials of life companies 
are hopeful that the general revision of 
the federal social security bill to con- 
form with the UniTep States SUPREME 
Court's decision that the railroad pension 
law is unconstitutional will facilitate the 
addition of an amendment, urgently de- 
sired by group-annuity-writing com- 


panies, exempting from the federal plan 
such private plans as meet or exceed the 
government standard. 

Failure to include such an amendment 
has already put an effective brake on 
new business in the group pension field. 
Many employers, although preferring an 
insurance company plan to the federal 
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PERSONAL SIDE OF BUSINESS 





L. L. Graham, field service director 
of the Business Men’s Assurance, has 
returned from a three months’ business 
trip throughout the southern and west- 
ern territory. He was accompanied by 
Mrs. Graham. 


Elmer L. Beesley, general agent State 
Mutual, Syracuse, N. Y., has just re- 
tired as president of the Optimist Club 
there. 


The National Reserve Life of Topeka 
has arranged to have its building air 
conditioned from top to bottom. The 
contract has already been drawn and it 
is estimated that it will be in operation 
by June 1. It is the first office build- 
ing in that section to install air condi- 
tioning throughout and undoubtedly is 
the first one in the middle west to take 
such action. The Chicago “Tribune” 
tower at Chicago is air conditioned 
throughout now. There are three office 
buildings air conditioned in Texas and 
one in New Orleans. President George 
Godfrey Moore of the National Reserve 
Life decided some time ago to make 
the office comfortable and so he and 
Vice-president E, M. Moore inspected 
the principal air conditioned offices in 
the country. 


Roy A. Lunde of the Chicago office 
of the Sun Life of Canada led the en- 
tire agency force in April with $110,- 
000 of ordinary business and $3,300,000 
of group pensions. 


H. T. Burnett of Pittsburgh, man- 
ager of the western Pennsylvania de- 
partment of the Reliance Life, and 
president of the Pittsburgh Life Under- 
writers Association, went on a spring 
vacation and fishing trip in Tennessee. 
He visited his mother, aged 74, and his 
father, 85, at their home near Nash- 
ville. He attended the mid-year meet- 
ing of the National Association of Life 
Underwriters at Nashville, representing 
the Pittsburgh association. His trip was 
cut short by the sudden death of Vice- 
president H. G. Scott of the Reliance 
Life. 

Dr. A. J. Harris, 63, medical examiner 
for the Buffalo Mutual Life, died in a 
Buffalo hospital after a brief illness. 
Before joining the Buffalo Mutual staff, 
he was for 15 years an examiner for the 
Metropolitan in Buffalo. : 


Charles C. Thompson of Seattle, man- 
ager of the Metropolitan Life, and for- 
mer president of the National Associa- 
tion of Life Underwriters, is sending a 
new photograph of himself, with arms 
outstretched, to his friends announcing 
the birth and givir~ the size of his 








proposal, are nevertheless withholding 
their decision until they see whether 
the government will allow them to sub- 
stitute privately underwritten pensions 
for the government type. 

A meeting of the senate finance com- 
mittee has been called to consider the 
social security bill for the first time 
since February. It is hoped that the 
reason that nothing has been done as 
yet about exempting private plans is 
that the committee wanted to wait for 
U. S. Supreme Court’s decision on the 
railroad pension plan, and then consider 
all changes at one time instead of tak- 
ing them up piecemeal. One of the 
reasons advanced for adopting the bill 
as it stood, without inserting the ex- 
emption amendment, was that it would 
require that the bill be entirely rewrit- 
ten. Now that it appears that the bill 
will have to be rewritten anyway, this 





objection no longer applies. 
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grandson, Charles Calvin Thompson, | 
The elder Thompson is a fisherman apj 
that accounts for the reported size 
the grandson. 


C. E. Eddleblute, Denver generi| 
agent of the Penn Mutual, was given; 
pleasant surprise on his first anniye. 
sary in that post. His desk was decke 
with flowers and laden with May ba. 
kets containing 67 applications, pr. 
sented by 18 agents, amounting {) 
$159,000. 

It was an anniversary for Joseph Haj. 
ner, one of the Denver agents, who 
has just completed 25 years of sery. 
ice with the Penn Mutual. 


William Agamemnon Scanlon of (}j. 
cago, associate manager of THE Ny. 
TIONAL UNDERWRITER, who is Widely 
known in the central western and south. 
western field, is hitting the high spots 
this week because of the first born jn 
his family, a brand new daughter tla 
arrived Saturday. 


F. H. Kreismann, head of the 
Louis agency bearing his name ani 
president of the St. Louis Mutual Life 
has resumed his duties, having recoy. 
ered from his recent illness. 


Dr. Charles DeLancey Alton, medica! 
referee of the Connecticut Mutual Life 
celebrated his 90th birthday May 9. His 
associates honored him with flowers 
and throughout the day he was busy re. 
ceiving congratulations and best wishes, 
At the noon luncheon in the officers’ 
dining room, Dr. Alton was surprised 
by the presentation of a huge birthday 
cake. j 

In his capacity as medical referee Dr, 
Alton has had under his supervision 
over 6,000 medical examiners, whose se- 
lection has been his work for almost 
60 years. He is the oldest member of 
the Connecticut Mutual both in age and 
in years of continued service, having 
joined the company March 1, 1876. 


A. C. Grant of Milwaukee, who was 
retired May 1 by the Prudential as 
superintendent there and is succeeded 

R. R. Balsmider, has sailed with 
Mrs. Grant for a trip to Europe. 


S. S. Northington, Los Angeles ger- 
eral agent Connecticut Mutual Life, 
who has been ill since March 1, is now 
able to spend a few minutes each day 
at the office and expects to be in con- 
dition to resume his duties regularly 
by June 1. 


_ George R. Kendall, president Wash- 
ington National of Chicago, has returned 
to his office after a seven weeks’ busi- 
ness and pleasure trip on the coast. Mr. 
and Mrs. Kendall made the trip by au- 
tomobile, visiting agents in Arizona and 
California. Most of the time was spent 
in San Francisco and Los Angeles, 
where, Mr. Kendall states, business is 
showing improvement. 


Dr. William Muhlberg, vice-president 
and medical director of the Union Cen- 
tral Life, underwent an operation for 
appendicitis at Christ Hospital, Cincin- 
nati. His case was described as an 
“emergency,” but no serious complica- 


tion developed and he is recovering [ 


satisfactorily. 


Prohibits Sale of Data 


MONTGOMERY, ALA., May 16— 
The alleged practice of some attaches 
of former insurance department admin- 
istrations of gathering data relating to 
life insurance companies from their an- 
nual statements and soliciting the sale 
of this information to the companies 
has been stopped by a peremptory order 
of Superintendent Julian. The mandate 
does not prevent any attache from sup- 
plying information that is requested by 
an insurance company, official or agent, 





but prohibits solicitation. 
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NEWS OF THE COMPANIES 





Bank Savings Receiver Asked 


suit Brought by Commissioner Hobbs 
and Kansas Attorney General— 
Reinsurance Arranged 





TOPEKA, KAN., May 16.—Attor- 
ney General. Beck and Commissioner 
Hobbs have filed suit in the district court 
here seeking receivership and the liquida- 
tion of the Bank Savings Life of Topeka. 
This is one of the oldest of the Kansas 
companies and was founded and built 
up by the late E. H. Lupton, Since 
his death the company has had numer- 
ous financial difficulties and the suit is 
the culmination of these difficulties. 

A contract for reinsurance of the 
business of the company has been made 
with the United Benefit Life of Omaha, 
under which stockholders of the Bank 
Savings would receive $572,000 in ten 
annual installments. 

The company was examined in 1932 
but no hearing has ever been held on 
this report. Another examination made 
late last year was recently completed 
and a hearing date set, but tied up by 
an order from the federal court. 


Changes at Night Meeting 


A. O. Runkel is now president of the 
company. J. N. Mitchell was president 
until Dec. 7, 1934, when a night meet- 
ing of a part of the board and some 
members of the executive committee 
named W. A. Yaeger in his place and 
Ed English and A. S. Oliver as mem- 
bers of the board and the executive 
They continued in office 
until Jan. 8, 1935. 

The petition alleges many transac- 
tions relative to the reserves of the com- 
pany, attempts to withdraw securities 


| from the insurance department, attempts 


to sell securities and to purchase Texas 
notes and mortgages. It is charged 
there are now $43,000 worth of Texas 
notes and mortgages, which are said 
to be worth only one-half that amount. 


' Commissioner Hobbs declined to permit 


the officers to withdraw $193,000 of se- 


© curities some months ago. 


The state in its suit also asked an in- 
junction to prevent the company dis- 
posing of any of its assets. No tem- 
porary order has been asked for and 
the motion to have a receiver named 
has not been pressed thus far. 





| Mutual Old Line Is Merged 


with Union Mutual of Iowa 





Merger of the Mutual Old Line of 
Des Moines with the Union Mutual Life 
of that city has been approved by the 
Iowa department. The Union Mutual 
reinsures the $938,500 outstanding in- 
surance of the Mutual Old Line and as- 
sumes all liabilities and assets. 

All Mutual Old Line policies will be 

continued in force on the same basis 
as originally written, at the same pre- 
mium and without lien or charge of any 
kind against policy benefits or reserves. 
All field men of the Mutual Old Line 
who desire to do so may continue with 
the Union Mutual. 
_D. E. Alldredge, president, and W. L. 
Groesbeck, secretary of the Mutual Old 
Line, in a statement to policyholders 
said economic conditions of the past 
lew years have affected the company 
adversely and that the merger was made 
to protect them. It gives the Union 
Mutual Life insurance in force of more 
than $21,000,000. It had as of March 
31, 1935, approved net assets of $991,- 
912.53 and surplus of $100,000. 





Estimates Lien at 30 Percent 


_ ST. LOUIS, May 16.—The sale, re- 
iMsurance or mutualization of the ‘Con- 
tinental Life of St. Louis will necessi- 
tate the imposition of a lien of not less 
than 30 percent against its policy re- 





serves in the opinion of Superintendent 
R. E. O’Malley, who is now awaiting 
instructions from Circuit Judge O’Mal- 
ley as to what disposition to make 
of the company’s assets and insurance 
in force. The superintendent recently 
filed a petition with Judge O’Malley 
seeking authority to reinsure the com- 
pany’s business or to sell its assets to a 
solvent company. 

With so many prospective bidders in 
the field it is certaain that the insurance 
department will be able to effect a fairly 
good deal for the Continental Life. Some 
months ago unofficial estimates were 
that a policy lien of at least 50 percent 
would be required to effect a reinsurance 
contract. However, since that time 
there has been an improvement in gen- 
eral business condition and an apprecia- 
tion in the real estate and bond holdings 
of the company. 


Seeks Missouri Receiver 

ST. LOUIS, May 16.—Superinten- 
dent R. E. O’Malley has filed a suit in 
the circuit court here seeking appoint- 
ment as receiver for the Missouri assets 
of the Pacific States Life. Assets of 
$160,000 are in possession of the Mis- 
souri insurance department and Mr. 
O’Malley seeks to retain possession for 
the protection of policyholders of the 
old Commercial Life and the Union Na- 
tional Life which have been reinsured 
through the Pacific States Life follow- 
ing a series of deals. 





Liquidation Is Sought 


Attorney General Bricker of Ohio, on 
behalf of the insurance department, has 
filed suit for a distribution of the de- 
posit of the Anchor Life & Accident of 
Alliance, O., stating that it has quit 
business leaving a number of unpaid 
claims. The company was reinsured 
some time ago by the Supreme Liberty 
Life of Chicago. The deposit amounts 
to $50,000. 





Organize Amalgamated Life 


The Amalgamated Life, a mutual le- 
gal reserve company, with headquarters 
in Sioux Falls, S. D., has been incor- 
porated by J. H. Crosby, Charles Brink, 
M. A. Crilley, Rapid City, S. D., and 
C. L. McFarland, C. E. Meisenholder, 
J. S. Sherritt and B. L. McFarland, AlI- 
buquerque, N. M. 


CONVENTIONS 


Jefferson Standard Muster 














Annual Agency Convention Will Be Held 
in the Home Office 
This Month 





The Jefferson Standard Life of 
Greensboro, N. C., will hold its annual 
convention at the home office May 23- 
25. Approximately 500 agents and their 
wives are expected. Prior to the open- 
ing of the convention on the evening of 
May 22, the home office club rooms will 
be open to the agents. 

The opening session will begin with 
A. R. Perkins, agency manager as 
chairman. The agents will be welcomed 
by Julian Price, president, and Miss 
Mary Taylor, secretary to the presi- 
dent. Notables appearing on the morn- 
ing program are J. C. B. Ehringhaus, 
governor of North Carolina; R. W. D. 
Conner, archivist of the United States 
and incidentally holder of the oldest 
Jefferson Standard policy; Dan C. 
Boney, insurance commissioner of 
North Carolina; S. W. Wade, secretary 
of state of North Carolina and W. L. 
Brooks, manager of the Charlotte, N. 
C., agency, the largest branch office. 
Those agents achieving high honors in 
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A POWERFUL SERIES of page ads appearing monthly in The Satur- 
day Evening Post and Time Magazine, plus the weekly nation- 
wide broadcast of “Roses and Drums”, is spreading this message 
to millions of serious-minded fathers. 

To most of these fathers it offers far more protection for their 
families than they ever hoped to give them. In a way that’s 
unique in insurance advertising, it shows clearly that the cost is 
within their means. 

An amazing number of these fathers are live prospects for 
Union Central Life’s new Multiple Protection Plan and this adver- 
tisement builds an effective background for the agents’ interviews. 

The result is: the Multiple Protection Plan in a few short 
months has become a sensational success . . . as reflected in the 
personal production records of hundreds of Union Central 
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@ Agency contracts particularly designed to give 
maximum compensation for quality business 
and so drawn that renewal results in a steadily 
pyramiding income for the man or woman who 
is looking for a permanent connection. 











THE OPEN DOOR 
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A GENERAL AGENCY 


With the Company that reached 70 Millions in 7 years 


In line with its extensive expansion program, the Company, 
about to occupy its new Home Office Building in Montclair, has 
openings for a limited number of men who can qualify for 


A SPECIAL CONTRACT FOR PROSPECTIVE GENERAL AGENTS 


IF—your paid-for production in 1934 exceeded $100,000 
IF—-you have some organizing ability 
IF—your future with your present connection is limited 
IF—you live in 
NEW JERSEY 
DELAWARE 
MARYLAND 


WESTERN PENNSYLVANIA 
WESTERN MASSACHUSETTS 
RHODE ISLAND 


Write to 
Wm. J. Sieger, Vice President and Supt. of Agencies 


Bankers National Life Insurance Co. 
Jersey City, New Jersey 











1934 paid and conservation records will 
be given the limelight. The presenta- 
tions and awards will be handled by 
Karl Ljung, Jr., assistant secretary. 

At a luncheon meeting Thursday, Dr. 
W. C. Jackson, vice-president of the 
Greater University ot North Carolina, 
will talk on Thomas Jefferson. Mr. 
Price will act as chairman of this meet- 
ing and special tables will be reserved 
for the members of the highest honor 
club, known as the Julian Price Club. 

After the luncheon, business _ will 
again occupy the center of the stage 
with prospecting as the theme of the 
meeting. A playlet, “It’s in the Box” 
will be staged by Bart Leiper, advertis- 
ing manager of the Pilot Life assisted 
by W. H. Andrews, Jr., manager of the 
Greensboro agency of the Jefferson 
Standard. Fred J. Bremier of the ad- 
vertising department of the Curtis Pub- 
lishing Company will speak on “A Sur- 
vey of Your Sales Opportunities.” 

The entire convention group and the 
members of the home office staff will 
get together at 6:30 Thursday evening 
for an “old fashioned picnic supper” at 
the Jefferson Standard’s beautiful coun- 
try club six miles from Greensboro. 

There will be no business session Fri- 
day, the entire day being devoted to 
home office tours and sightseeing trips 
to Duke University at Durham, the 
University of North Carolina at Chapel 
Hill and the Camel cigaret factories in 
Winston-Salem. 

On Friday evening a special banquet 
for all qualified agents will be given. 
Mr. Price will act as toastmaster. Carl 
Goerch, editor of “The State” will de- 
liver a humorous talk on “The Old 
North State.” Following the banquet, 
the president’s ball will take place. 

The final convention session will take 
place Saturday morning with A. R. 
Perkins in the chair. Associate Actuary 
D. E. Buckner heads the list of speak- 
ers, his subject being “It’s in the Rate 
Book.” Howard Holderness, treasurer, 
follows with “Our Financial Situation.” 
J. Lee Denson, district manager at 
Jackson, Miss., will deliver an inspira- 
tional address on “As It Appears to a 
New Man.” John Marshall Holcombe, 
Jr., manager Life Insurance Sales Re- 
search Bureau, Conn., is the keynote 
speaker for this session on “What Price 
Selling.” 

On Saturday afternoon, the company 
will entertain the ladies at a luncheon 
followed by bridge. Mrs. Julian Price 
will be a hostess for this occasion. The 
men will be entertained at a barbecue 
at the Jefferson Country Club. 

Jack White, superintendent of agen- 
cies, and Karl Ljung, Jr., assistant sec- 
retary, are general chairmen for the 
convention, Joseph M. Bryan, secretary, 
is chairman of the entertainment pro- 
gram. 





Aetna Life Agencies to Meet 





Vice-Presidents Whatley and Cammack 
to Attend Tri-Agency Rally at 
Turkey Run Park 





S. T. Whatley, agency vice-president 
of the Aetna Life, and E. E. Cammack, 
vice-president and actuary will be the 
central figures at a four-day conference 
and outing of the Indianapolis, Grand 
Rapids and Chicago agencies at Turkey 
Run state park, near Terre Haute, Ind., 
May 23-26. Paul Speicher, Research & 
Review, Indianapolis, also will talk. 

Each office will contribute one hour 
to the program. There will be a dinner 
May 25. In the entertainment program 
is a golf tournament and ball games be- 
tween teams from the three offices. The 
agencies have prepared lobby exhibits to 
be placed in the hotel showing their own 
sales plans, proposals, briefs, etc., not 
supplied by the home office but de- 
veloped in the agencies. 


State Meeting at Fargo 


D. M. Brovan, superintendent of 
agents, and Ray Hawkins, manager of 
the underwriting department of the Mu- 
tual Benefit Health & Accident and 








United Benefit Life, will atteng , 
state meeting of the two companie, 
Fargo, N. D., May 18. C. T. Tollefg, 
state manager, will be in charge, 


Hold St. Paul Conference 


District managers of the Equita, 
Life of New York held an all-day cq, 
ference at St. Paul. W. M. Rothaermy 
Chicago, superintendent of agencies, ¢¢, 
tral department, being present, ¢ 
D. Krueger of St. Paul, agency manag, 
was the host. 












Fuller Agency Meets 


The southern Ohio ordinary ageng 
of the Prudential at Cincinnati unt 
the management of W. S. Fuller, hej 
an agency meeting with about 30 pre 
ent. Guests were A. E. N. Gray, x 
sistant secretary and R. E. Wilkins, «. 
sistant supervisor from the home 4. 
fice. A. R. Jaqua, associate editor ¢ 
the “Diamond Life Bulletins” mak 
short talks. 


ees 
News of Pacific | 
Coast States | 





tae 

















Civil Service Commission 


Defers Cochrane Hearin 


DENVER, May 16.—Trial of Commi: 
sioner Jackson Cochrane before the 
state civil service commission o 
charges that he has been negligent in 
the conduct of his office and has no 
fully protected the interests of policy: 
holders in various companies was pos: 
poned from May 9 to May 20. 

His removal was demanded by Stat 
Senator John Nolon, Jr., chairman ¢ 
the special senatorial investigating con: 
mittee at the recent session of the leg 
islature. The charges were filed by M. 
Nolon as a private citizen, since he ca 
not take such action in his capacity # 
chairman of the insurance committe. 
His charges related mostly to super 
vision of the affairs of the Americas 
Life. He also asserted that Cochran 
had failed to keep records of his office 
so as to be readily available for the us 
of the public. 

Cochrane denied all charges in a 
answer filed with the commission. 
Three members of the commission wil 
conduct the hearing: Moses Alexander, 
chairman; Mrs. Clara Wilkins and H. 
C. Getty. 


Plan Dinner for Carpenter 


Fire, casualty and life company exec: 
utives of San Francisco will be hosts a 
a formal dinner for Commissioner S. L. 
Carpenter, Jr.. May 28. E. C. Porter, 
vice-president United States Fidelity & 
Guaranty and president of the Casualty 
Insurance Association of California, 1 
chairman of the committee in charge. 


Invitation from Yakima, Wash. 


The Yakima ‘Chamber of Commertt 
at Yakima, Wash., a city of 35,000 peo 
ple which is in the center of the apple 
district of the Pacific Northwest, is ex 
tending a special visitors’ invitation to 
the insurance commissioners and their 
friends en route to the Seattle conver- 
tion, July 9-11. The Yakima insurance 
men and business people want conver: 
tioneers to make the trip of 200 miles 
from the city over the Cascade moun- 
tains to Mt. Rainier and then on to Seat- 
tle. By getting off their train in the 
morning, the insurance people can cot- 
nect with Rainier Park auto coaches and 
reach Seattle in the evening. 


Home Office Men Talk 


Home office officials of the Indianape- 
lis Life attended a meeting of the west 
ern Indiana general agency in Terre 
Haute. E. B. Raub, president, A. L 
Portteus, vice president, and A. H. Kal- 
ler, superintendent of agents, talked. 
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.o Burns Has Buffalo Post 


‘tant Manager of the Union Cen- 
tral Life Is Promoted to Head 
of the Agency 














The appointment of Leo J. Burns as 
















ts manager of the Buffalo agency of the 

nion Central Life, is announced. He 
TY ageny succeeds Fred J. Street who has re- 
nati unde oned. New headquarters have been 
~~ he tablished in the Liberty Bank build- 

pres. 

Be. a. mtr. Burns has been a member of the 
ilkins, a. 3500,000 Club for four consecutive years, 
1ome ciMever since he joined the Union Central. 
editor diy ast September he was present at the 
nS” mate st meeting of the $250,000 Club, and 







in the first four months of this year he 
has settled for over $200,000. 

Mr. Burns was born and reared in 

Buffalo. His first business position was 
with the Marine Trust Company of 
Buffalo. He took up specialized train- 
ing in banking and was graduated by 
the American Institute of Banking. 
In 1923 he entered life insurance with 
the Home Life. In November, 1930, 
Mr. Burns joined the Union Central as 
assistant manager of the Buffalo agency. 
In addition to his duties in that posi- 
tion, he has each year produced more 
than $500,000 of business. 
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by General American Life 


J. M. Rhodes has been appointed De- 
troit manager for the General Amer- 
ican Life. Mr. Rhodes has been in the 
business in Detroit 14 years, starting 
with the New York Life as agent and 
later becoming agency organizer. Six 
years later he was appointed state man- 
ager for the North American of To- 
ronto and two years later general agent 
oi the Mutual Trust Life. Over four 
years ago he joined the Prudential or- 
dinary agency as assistant manager and 
has remained with Manager F. 
Klingbeil since. 


O’Brien Agency Named 
R. J. O’Brien Company, Pierce build- 












acity a 
mimittee, 
) Super 
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Mission. 


ion willie 
xander fe 12g, St. Louis, general insurance agency, 
and Hf bas been renamed general agent for the 
Minnesota Mutual Life. 
The O’Brien Company plans to open 
= a life insurance department under J. C. 
Gross. The O’Brien agency represented 
y exec: the Minnesota Mutual from 1919 to 
osts at 1930, but in 1930 withdrew from life in- 
r S. L. & surance to concentrate on general lines. 
Porter, J Mr. Gross entered life insurance in 1921 
‘lity & J in the cashier’s department of the St. 
asualty # Louis agency of the Equitable Life of 
nia, Sf New York. He served as cashier in 
arge. Sioux Falls, S. D., Salt Lake City and 
Wheeling, W. Va. Later he became 
ash. superintendent of agents at Wheeling. 
In 1930 he went to New York City to 
merce Hi become associated with J. Lenrenkrauss 
D peo: & Son, general agents for the Columbian 
apple National Life of Boston. He was in 
1s €X- BH charge of the agency’s life department 
a He returned to St. Louis in 1934. 
wi Had Experience in Orient 
vet A. H. Tessier, who was recently ap- 
miles J POmted manager of the United States 
noun: Me Life at Toronto, has had 15 years in- 
Seat: | SUtance selling in the Orient. He is a 
: the |e Canadian by birth, coming from Ot- 
con | ‘wa. For 10 years or more he has 
ae been located in Manchuria, China and 
Indo-China, representing the American 
International Underwriters and the 
Asia Life. 
ape Sellwood Salt Lake Manager 
$4 F. W. Sellwood of Salt Lake City 
L as been appointed branch manager for 





Utah and southern Idaho by the North- 
etn Life of Seattle, with offices at 314 
Walker Bank building. 













W. T. Macauley to Portland 


Associate Michigan Manager Named 
General Agent on Coast by John 
Hancock Mutual 








W. T. Macauley of Detroit has been 
appointed general agent for the John 
Hancock Mutual Life ordinary depart- 
ment in Portland, Ore. He is a son of 
C. A. Macauley, state agent for the John 
Hancock in Michigan, and has been as- 
sociated with his father as associate 
state agent for several years. 

C. A. Macauley gave a farewell party 
for his son. Among the guests were 
prominent Detroit managers and gen- 
eral agents; Harry Knox, of Boston, 
representing the agency department of 
the company. The following general 
agents were present: W. M. Houze, 
Chicago; Dan Flickinger, Indianapolis; 
P. G. Lapey, Buffalo; W. B. Ackerman, 
Cincinnati; Ralph Hoyer, Columbus, 
and H. G. Wischmeyer, Cleveland. 


All-Service Agency Named 
The All-Service Insurance Agency of 
Chicago has been appointed general 
agent for the Pan-American Life and 
Western Casualty. A. Alvin Abrams 
and Harry H. Stewart, who operate the 
All-Service agency, have built a consid- 
erable volume of business in the terri- 
tory through personal production and 

development of brokerage accounts. 


Name Karsch & Zinder 


Karsch & Zinder have been ap- 
pointed general agents of the Mutual 
Benefit Health & Accident and the 
United Benefit Life in Chicago. The 
appointment. was made by Resident 
Vice-president C. T. Redfield. C. H. 
Karsch and B. L. Zinder, the members 
of the firm, have been leading agents 
in the Redfield & McGurk agency of 
the two companies in Chicago. They 
will report direct to the home office. 


Take Over Western Ohio 

W. C. and H. E. Ross of the Ross 
Insurance Agency, Dayton, O., have 
taken over western Ohio for the Wash- 
ington National. They have been in 
the insurance business in Dayton for 
more than ten years and are expected 
to build a large and successful general 
agency in their new connection. The 
agency will continue to have its head- 
quarters at 202 Mutual Home building, 
Dayton. 


Blakeslee Gets Columbus Post 


H. C. Blakeslee has been appointed 
general agent at Columbus, O., by the 
Northwestern National Life. Associated 
with him is Meldrum Gray, who has 
represented the company in that city 
for 14 years. The agency will be known 
as the Central Ohio agency with offices 
in 810 Ohio State Savings building. Mr. 
Blakeslee for 11 years has been in the 
life insurance business at Cleveland as 
assistant manager, branch manager, 
agency supervisor and general agent. 


Mid-Continent Life Appointments 

A. P. Lever, who has been doing 
agency supervision work for the Mid- 
Continent Life, has become its general 
agent at Ardmore, Okla. Mr. Lever has 
been working largely in establishing and 
expanding general agencies throughout 
the southwest. 

Al Finberg has been appointed general 
agent of the Mid-Continent in the Fort 
Worth National Bank building, Fort 
Worth, Tex. 














P. B. Wallace 


P. B. Wallace has been appointed 
agency supervisor by the Bankers Life 
of Des Moines at Detroit, associated 

















Directors of Destiny 


The financial destiny of millions 
of families has been directed into 
safe channels by the life insurance 
agent. 


Few men enjoy a vocation 
of such important and 
beneficial service to man- 
kind. No man can look 
with greater pride upon 
his accomplishments. 


The Prudential provides 
policies to fulfill the in- 
surance requirements of 
every man. 


The Prudential 


Iusurance Company of America 
EDWARD D. DUFFIELD, President 


Home Office : Newark, New Jersey 














SIZE ISN'T 
EVERYTHING ..... 


—We offer BOTH strength and stability to protect the 
policyholder, 


oa 





—AND a compact organization that permits close, inti- 
mate cooperation with our agents. 


Excellent general agency locations available. Write. 


The Old Line Cedar Rapids Wite 


INSURANCE COMPANY 


Cedar Rapids, Iowa 


Colonel C. B. Robbins, Pres. 
C. B. Svoboda, Secy.—Jay G. Sigmund, Vice-Pres. & Agency Director 
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If You’ve Never 
SOLD the 
COIN-A-DAY way 


make this TEST and 
SEE the difference 


@ Selling insurance the COIN-A- 
DAY way has proven so outstand- 
ingly successful that we are will- 
ing to back our claim with prac- 
tical tests. We know what it has 
done for hundreds of agents thru- 
out the country. We know what 
it will do for you. But do you 
know? 


@ If not, we invite the most skep- 
tical of you to prove to yourself 
the merits and soundness of the 
plan. See how much more easy 
and simple it is to sell the COIN- 
A-DAY way. 


@ The plan employs the use of a 
patented coin-controlled electric 
clock (with solid chrome case and 
black base). It forces the policy- 
holder to save every day. Every 
24 hours it shouts at him to in- 
sert a coin towards the payment 
of his premium—and continues to 
shout until he does. 


@ Get this clock and complete 
details of how to sell the COIN- 
A-DAY way. Try it on your most 
stubborn prospects. If it does 
not do all we claim, return it for 
full credit. Use the coupon below. 


COIN-A-DAY, INC. 
328 Schofield Bldg. Cleveland, Ohio 


328 Schofield Bldg., 
Cleveland, Ohio. 

I want to make the TEST. Send me 
( ) 10c a-day Clock @ $3.95 or ( ) 25c a-day 
Clock @ $3.95. Enclosed is $1.00. Ship bal- 


ance C. O. D. plus postage, subject to return 
in 10 days, for full credit. 


Company 


Address 











with Agency Mariager H: D.° Edwards: 
He will take office about June 1, going 
from Louisville where he has been 
supervisor of the Kentucky agency since 
early in 1933. Formerly for some time 
he was general manager of a company 
in Chicago manufacturing and distribut- 
ing plumbing supplies, and before that 
for 17 years was in the wholesale shoe 
business. 


A. Z. High, Jr. 


A: Z. High, Jr., Guardian Life pro- 
ducer, has been appointed manager of 
the Manufacturers Life in San Fran- 
cisco. 


Made Arkansas Field Supervisor 


F. D. Bowers, who has managed an 
agency at Texarkana the past five years, 
has been transferred to Little Rock by 
the Gordon H. Campbell general agency 
of the Aetna Life, as Arkansas field su- 
pervisor. 


Gripman Named at Detroit 


Rea Gripman has been appointed De- 
troit general agent for the Mutual Trust 
Life, succeeding L. S. Dunford. Mr. 
Gripman has been with the Johnston & 
Clark general agency of the Mutual 
Benefit. ; 


Stryon Omaha Manager 


C. R. Stryon has been named by the 
Federal Life as Omaha manager, suc- 
ceeding R. L. Dunn, who has termi- 
nated his connection with the company 
to engage in other business. 


Life Agency Notes 

The Guaranty Life of Davenport has 
appointed C, F. Perdue general agent 
for Harlan, Ia., and vicinity. 

Hal Lee has been appointed district 
manager of the Pan-American Life, 
Corpus Christi, Tex. 

F. M. Stubblefield has opened a gen- 
eral agency for the United Mutual Life 
of Indianapolis in the First National 
Bank building at Springfield, Ill. He 
was formerly an agent for the Connec- 
ticut Mutual at Champaign, III. 

Stuart A. Salter has been made district 


manager for the United Life & Accident 
of Concord, N. H., in Bangor, Me. 


Agency Club Elects 


LANSING, MICH., May 16.—E. A. 
Newark, vice-president of the Columbus 
Mutual Life Club of Michigan, was 
elected president of the Lansing club 
at its annual meeting. Other new of- 
ficers are: Vice-president, V. E. Lud- 
wig; secretary-treasurer, W. S. Smith, 





cabinet member, Ray Throop. Myron 
Hawkins, Charlotte, president state 
club, spoke. 


==> 
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Goes with Fidelity Mutual 


Calvin Pontius Becomes Supervisor of 
Agencies—Headquarters for Present 
in Minneapolis 


Calvin Pontius has been appointed 
supervisor of agencies for the Fidelity 
Mutual Life and will have his headquar- 
ters for the time being in Minneapolis. 
After leaving the University of Minne- 
sota he spent two years in the invest- 
ment business before entering the in- 
surance field with the Canada Life in 
1924. He was with this company for 
seven years and then went with the 
John Hancock. From February, 1932, 
until he accepted the present appoint- 
ment he was agency supervisor for the 
R. M. Hamburger agency of the North- 
western Mutual Life in Minneapolis. 


Hauser Takes Company Post 


S. W. Hauser, who has. been with 
the Virginia insurance department for 
15 years, has joined the actuarial de- 
partment of the People’s Life in Wash- 
ington and has just entered upon his 
new duties. He joined the Virginia de- 
partment as a clerk when Col. Joseph 
Button was commissioner, working his 
way up to the post of assistant actuary. 
For some years he served as an exam- 
iner. 


Leaver Begins Month’s Tour 


John H. Leaver, vice-president and 
superintendent of agents for the Central 
Life of Iowa, is now on a month’s tour 
of inspection of the western agencies. 

His itinerary includes Dallas, Los 
Angeles and Stockton, Cal., Salem and 
Portland, Ore., Spokane, Seattle, We- 
natchee and Bellingham, Wash., where 
he is scheduled to participate in a series 
of district meetings during May, and 
assist the various general agencies in 
their man-power and production pro- 
grams. 


Carroll on Agency Trip 
. P. Carroll, superintendent of 
agents of the Lincoln National Life, is 
on an agency trip in Ohio and will also 
visit Pittsburgh. His chief points were 
Cleveland, Akron and Canton, O. 


Wyatt to Direct Sales 
The Standard Life, recently organ- 
ized in Indianapolis, has appointed A. 
H. Wyatt, financial and organization 





——y 
man of Detroit, director of sales, 
has been connected in a similar capagj 
for more than 30 years with corpop, 
tions in Detroit. He has been in |, 
dianapolis for some. time directing 
sale of stock for the new life compar, 


Montana Life Men on Trip 


R. B. Richardson, vice-president ayj 
general manager of the Montana Lif 
accompanied by Lee Cannon, super, 
tendent of agencies, visited R. E, Or 
recently appointed general agent in Sy 
Francisco. The officials will also spenj 
several days in southern California, 


NEW YORK NEWS | 
ale 


INSURANCE SOCIETY MEETING 

At the annual meeting of the Ingy. 
ance Society of New York May 27, o 
ficers for the new year will be electe 
The slate as prepared by the nominy. 
ing committee is: For president, C. ¢ 
Taylor, Jr., third vice-president Metro. 
politan Life; first vice-president, J. WV, 
Russell, vice-president Aetna Fire; se. 
ond vice-president, W. E. McKell, vice. 
president American Surety; secretary, 

















E. R. Hardy, secretary-treasurer Insu.im 


ance Institute of America; treasurer, f 
F. Koehler. Directors: M. C. Fisher, 
assistant secretary Metropolitan Lite: 
John J. King, president Hooper-Holma 
Bureau; R. C. Neuendorffer, secretary 
Guardian Life; C. D. Sheffe, assistant 
manager London Assurance, and C. J. 
Stephan, manager New York (City 
branch Metropolitan Casualty. 


LIFE MANAGERS’ MEETING 

The Life Managers Association 
Greater New York conference next 
Tuesday afternoon at the Yale Club wil 
start at 4 p. m. followed by a dinne. 
John A. Stevenson of the home office 
general agency of the Penn Mutual wil 
speak and introduce a sales executive 
Fred A. Healy, vice-president Curtis 
Publishing Company, will talk on “The 
Problem of Selling Today.” E. W. 
Allen is president of the association. 


* * x 
H. C. SPENCER FIRST DEPUTY 


Howard C. Spencer, who was counstl 
to G. S. Van Schaick, the retiring sup 
erintendent of New York, has been ap 
pointed first deputy of the New York 
department by the new superintendent, 
L. H. Pink. Mr. Spencer graduated from 
Harvard University and Harvard Lav 
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$4 YEARS 


OF CONTINUOUS SERVICE TO POLICYHOLDERS 


BERKSHIRE LIFE INSURANCE CO. 


PITTSFIELD, MASS. 


Incorporated 1851 


FRED H. RHODES 


President 
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‘‘Large enough to serve you, small enough to know you.’’ 
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wool and practiced law in Rochester 
om 1926 until 1931, when he joined the 
vartment as attorney of record for 
; Southern Surety, then in rehabilita- 
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R. M. Clark and Edward McLoughlin 
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Ccting tia ppENTIAL EXAMINATION REPORT 










of closely printed material in which 
there is the exhibit showing the finan- 
cial condition, summary of the assets in 
detail, treatment of the liabilities, sur- 
plus and other funds, accident and 
health business, gain and loss exhibit, 
income from policyholders, payments to 
policyholders, surplus apportionment 
and policy dividends, claims on supple- 
mentary contracts, acquisition cost and 
operating expenses, history, organiza- 














company To show the amount of material in| tion and personnel, etc. The work of 
Trip e record of the examination of one of | examination was conducted in two sec- 
; e big companies, one needs to glance | tions. One staff of the department took 
ident ajllMer the report of the examination of | charge of the accounting, financial, le- 
tana Lit Me Prudential by the New Jersey de-| gal and miscellaneous investigation, and 
» SuperinMrtment as of Dec. 31, 1933. This has| the other the actuarial, mathematical 
EO st been printed. There are 109 pages! and allied features. 
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As SEEN FROM CHICAGO 





REYNOLDS HAS LINCOLN EXHIBIT 
One of the exhibits in Chicago during 


ee: ife Insurance Week was that in the 
he Insup ‘eld building prepared by C. O. Reyn- 
'Y 27, offMilds, general agent of the Lincoln Na- 
= electefiion, The central motif was the fine 






































awing by M. Leon Bracker of Lincoln 
d his mother at the fireside, in a set- 
g made up of Life Insurance Week 
osters. The Reynolds agency has been 
oing strong this year, showing steady 
ncreases in paid volume. 
- © oe 
ROYALL IN HIS NEW POST 


W. L. Royall, agency director of the 
Jew York Life, who has taken his new 
osition in Chicago, is now revamping 
e agency looked after by the late J. C. 


ecretary : a ; 
ifMcampbell in the New York Life build- 


assistant 


id C, jig. In addition to being primarily re- 
k  Cityfpponsible for that office, Mr. Royall also 
‘Bias supervision over the Dearborn 

treet agency. Mr. Royall in New 

NG fork City not only looked after the 
tion om anderbilt agency primarily, but he had 
e nexifmnve other branches under his super- 


lub wilfision. He is one of the most success- 
dinnereaul personal producers of business. In 
e officcf228 his record was $6,000,000. He has 
ual wilfeveraged $2,500,000 a year in personal 
ecutivegemproduction during depression. Mr. Roy- 
Curts fell was born and raised in Richmond, 
n “Theva, coming from one of the leading 
E. W.iamilies there. He made an outstand- 
‘ion. ng success in New York City. In his 
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R. M. BROWN 


R. M. Brown, actuary and assistant 
Secretary of the Continental Assurance 
of Chicago, has been elected president 
of the Chicago Actuarial Club. He has 
been with the Continental some 17 
years, starting in as assistant actuary 
and later being put in full charge of the 
actuarial department. Before connect- 
ing with the Continental Assurance he 








agency work he does not aim to build 
by numbers but rather getting a very 
high type of field workers. In his Van- 
derbilt agency at New York City almost 
all the men were graduates of colleges. 
 —- 
LANPHEAR SETS RECORD 


A. L.. Lanphear of the Griffin, In- 
gram & Pfaff agency of the Equitable 
Life of Iowa in Chicago paid for $419,- 
707 of new business in April, making 
an all-time record for individual paid 
production for this company. Mr. Lan- 
phear’s total for the year to date is over 
$700,000. Last year he produced $1,- 
000,000. E. J. Faltysek of the same 
agency paid for $109,785 in April. The 
agency’s total April business was $856,- 
931, which topped the company. 

* * * 

HINTZPETER AGENCY TO MOVE 


The H. C. Hintzpeter agency of the 
Mutual Life of New York in Chicago 
has leased some 2,000 feet of additional 
office space and will move about half of 
the office soon into new quarters which 
extend across the entire front of the 
208 South La Salle street building, fac- 
ing on La Salle street. About 14,000 
square feet are now occupied. The work 
of remodeling will be completed about 
June 1. When the move is completed 
the entire office will be consolidated. 
Mr. Hintzpeter has been celebrating his 
46th anniversary with the company. His 
agency has made a substantial increase 
in paid business this year, qualifying 17 
agents for the $250,000 field club con- 
vention. 

* * * 
NELSON IN NEW QUARTERS 

F. E. Nelson, general agent Midland 
Mutual Life, Chicago, who for over a 
year has had his office in the Insurance 
Exchange, has moved to 135 South La 
Salle street in considerably larger quar- 
ters. Production is increasing steadily 
this year, he reports. ‘ 


WOOD HOLDS ANNUAL DINNER 


Freeman C. Wood, general agent 
Lincoln National Life, Chicago, held his 
annual agency dinner, 38 agents attend- 
ing. Davis Ellis, vice-president Central 
Acceptance Company, spoke on “Sales 
Methods.” 

*x* * x* 

LINDEMANN WITH GLOBE LIFE 


C. E. Lindemann has resigned as 
home office agency manager for the Re- 
liance Mutual Life of Chicago to be- 
come agency manager of the Globe Life 
of the same city. He has established an 
office at 234 South LaSalle street, Chi- 
cago, separated from the home office, 
and the agency operations of the com- 
pany will be conducted from that place. 
Practically all of the business of the 
Globe Life is now on the ordinary basis. 

Mr. Lindemann was connected with 
the Reliance Mutual Life about one 
year. He has had 23 years’ experience 
in the insurance business, starting in the 
fire insurance line with the Home In- 
surance Company of New York, then 
going with the Zurich, later with the 
Fred S. James & Co. agency of Chi- 





Was assistant actuary of the American 
fe of Detroit. 








cago. In 1926 he began to devote all of 
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° Performance > 


VER $100,000,000 has been paid 
to policyholders and their bene- 


ficiaries by The State Life Insurance 
Company of Indiana, from date of or- 
ganization, September 5, 1894. In 1934 
payments to policyholders and bene- 
ficiaries totaled over $7,300,000. Forty 
years of dependable performance indi- 
cates the strength, security and prog- 
ress of this time-tried, purely mutual 


company. 


THE 


STATE LIFE 


INSURANCE COMPANY 


Indianapolis 
Indiana 


1894 © PURELY MUTUAL ®° 1935 


























his time to life insurance. He was at 
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more than thirty-two years ago. 
who have adopted it offer outstanding evidence of 
what man can do for himself to safeguard the 
golden years of his life. 


Share the Wealth 


BOVE all the wild cat ideas for lifting our- 
selves by our financial bootstraps stands Fi- 


delity’s time tested plan for guaranteed security in 
old age. 


Fidelity originated the “Income for Life” plan 
The thousands 


Here is a wealth sharing plan which gives with- 


out denying any man the fruit of his labors—just 
one of a complete kit of modern sales tools. 


DELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT, President 
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**It is our objective to provide our 
field representatives with all 















































necessary tools, tangible 


and 


intangible, with which success is 


achieved in life insurance selling.”’ 


spend more time in actual selling. 


resulted in 81 per cent interviews. 





WALTER TS 
Dy Ww 2 


Saint Louis, Missouri 


; | PURPOSE of sales-help material is to 
reduce selling costs. That objective is ac- 


complished when salesmen are enabled to 


To that end, General American Life 
*‘sales-helps”’ are conceived and produced. 
**Printers’ Ink’? for March 14, highlights a 


General American Life letter system which 
| ——e Cra s——_ fh 
GrwprAL AMERICAN Lire Insugance ComPANY 


Life— Salary Savings—Group—<Accident and Health 




















For Every Personal Insurance Need 


For instance 


may secure 
through 


5-WAY. INSURANCE 


(Retirement Income with Insurance Plan) 
a unique program creating 


THERE'S A PACIFIC MUTUAL POLICY THAT FITS 


THE WOMAN EMPLOYED 


one time manager of the American Na- 
tional in Chicago, was general agent for 
the Missouri State Life in that city, had 
a connection with the National Life, 
VU. A., in Penenravenany for a time. 


ANDERSON SUCCEEDS NORDGREN 


Raymond Anderson, chief underwriter 
of the Central Life of Illinois, has been 
elected -president of the Chicago Home 
Office Life Underwriters Association. 
He takes the place of Walter Nordgren 
of the Washington National, who re- 
signed because he has been transferred 
to Louisville, where he will undertake 
to develop ordinary business in connec- 
tion with the industrial debit in that 
city. 

H. C. Reeder, actuary of the Country 
Life, was in charge of the meeting. He 
and Robert Sturtevant, vice-president of 
the American Central Life, discussed 
reinstatements. Mr. Sturtevant dis- 
tributed copies of a booklet up to date 
on underwriting which had been pre- 
pared by Chief Underwriter Barney of 
the American Central. He quoted Mr. 





Barney’s 
ments. 


Mr. Barney remarked that appl 
tions for reinstatement of intentions 
lapsed policies should be handled ,, 
cautiously than those known to 4, 
inadvertence, 
cases with as much as five years , 
able under extended insurance y, 
be reinstated to a premium paying fy 
without regard to insurability, at }, 
insofar as the life portion is concer 
If less than five years are available 4 
matter should be considered 9p ; 
merits except for small amounts yw 
there are no impairments. There 
some leeway for liberal treatment j 
cause reinstatements are not as ogi 


lapsed through 


as new business. 


“Modified” reinstatements  inyoly; 
policy reissues should never be induly: 
in. Reinstatements should be forms 
declined and an entirely new prop 


made. 


H. J. Hornberger of the Great Nori 
ern Life will be in charge of the meq 


ing June 13. 


observations On  reing, 






















NEWS OF LIFE 
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Gantz Is Speaker at Akron 





Pacific Mutual General Agent Pictures 
Even “Big, Tough Guy” as Moved 
by Emotions 





There is a common denominator of 
all prospects for life insurance, and it 
is emotion, J. M. Gantz, general agent 
Pacific Mutual Life, Cincinnati, stated 
in an inspiring talk at a meeting of the 
Life Underwriters Association of Ak- 
ron, O., preparatory to the start of Life 
Insurance Week. 

“If he does not’respond to emotion 
for you,’ Mr. Gantz said, “that is all 
right with me. I know he responds to 
emotion. The real estate man knows 
he responds to emotion. The real estate 
man sells him a home. He takes him 
into the house and shows him the tile 
bathroom. He has that man’s wife sit 
at the fireside, and sells the idea of 
owning your own house. Men want to 
build castles for loved ones. 

“It is a dirty trick we have played 
on the American people to let them 
buy homes on the instalment plan, 
where somebody else owns the mort- 
gage and they own only the privilege 
to pay; when what men really wanted 
was the thing that life insurance gives 
them with one single payment, if need 
be, to give their family shelter.” 

Mr. Gantz said the life agent’s job 





is that of adapting himself to the by. 
ers. The agent must realize that li 
is hard, “even for the big, tough guy’ 
There should be a realization that me 
are susceptible to emotion and _poety 
There is inherent in them the powe 
ful tendency to love somebody else ani 
not always be moved solely by log 


and desire for profit. 
i oe 


North Dakota Man’s Address 


Insurance Commissioner Hopton Gir 
Talk, Telling About the Mutual 
Benefit Concerns 








Commissioner Hopton of North D, 
kota, who gave an address before th 
Fargo life underwriters, said the mut 
benefit assessment benevolent societie 
are not under the jurisdiction of th 
state insurance department or any othe 
state agency but they are invading th 
state. According to the schedule of th 
Minnesota benefit societies the percent 
age of death claims paid to total dis 
bursements is 49.85, whereas for the 
regular companies “operating in North 
Dakota the percentage is 69.47. Th¢ 
benefit concerns show percentage 
death claims to total income 43:36 whi 
the regular companies show 53.49 per 
cent. In addition the regular companits 
put up the full legal reserve while th 


mutual benefits do not. 

















Minnesota has 





Aggressively Developing State of [Illinois 


1. Protection for Dependents (single-sum. or income) 

2. Personal Retirement Income (for life, from 60 or 65) 

3. Personal Disability Income in case of Accident (1 day to 
| year 

4. *Personal Disability Income in case of Sickness (1 ‘day 
to | year) 

5. Indemnity for loss of Limb or Sight (single-sum) with 
Doubling Benefit for Accidental Death 





One Policy Unit — One Company — One Premium Deposit 
*Only Sickness Benefit Available to Women 


ALSO 


There are Modern Pacific Mutual Accident Protection Policies 
Designed Exclusively for Women, Employed OR at Home. 


Founded 1868 


acitic Mutual Lite 
/nsurance Company tram; 


HOME OFFICE 
LOS ANGELES, CALIFORNIA 


ASSETS 
OVER $205,000,000 


Assistance in the Field 














Offering Unusual Agency Opportunities 





Liberal First Year Commission and Non-forfeitable 


Renewal Commissions 





OF ILLINOIS 


WM. J. ALEXANDER, President 


An Old Line Legal Reserve. Company—Established 1895 
40 Years of Continuous Faithful Service 


to Policyholders 





Writing Complete Line of Modern Policies with 


All Standard Provisions 
Ages (0-60) 


Double Indemnity — Disability — Non-Medical 
Modern Juvenile Contracts Full Benefits Age 5 


Write Us Topay ror Particutars 


431 South Dearborn Street 


Home Office Co-operation 


GLOBE LIFE INSURANCE Co. 


Chicago, Illinois 
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utual benefit concerns. There are 





that apph nid line legal reserve companies op- 
intentionfihting in North Dakota. Commis- 
‘andled » er Hopton concluded: feck ; 
WN to fllmmBenevolent societies operating in this 












ence, te, according to an opinion of the 
Years aimorney general, can not guarantee the 
TaNnce woilllment of any claims. Such claims 
Paying jam dependent entirely upon the collec- 
ity, at ulin of post mortem assessments and no 
S Concerdlierve funds can be carried. Since so- 
Vailable dmeties in this state are not subject to 
Ted on jimme jurisdiction of the insurance depart- 
unts Whellment, we have no data available con- 





There 
-atment jy 
rt as cog 





rning the operations of them in North 
bkota and therefore it is necessary 
bt the figures be based on data de- 
ed from reports made to the Minne- 











> involyigmmta insurance department. d 

be indulgm’At the last session of our legislature, 
De forme bill sponsored by the insurance de- 
W propodimrtment (known as H. B. 105) was 





roduced. This bill provided for the 
sylation and control of benevolent so- 
ties by the commissioner of insur- 
ce, However, the bill failed of pas- 
ge and therefore, at the present time, 
ir jnsurance department has no super- 
sion over societies of this nature, nor 
s any other department of state such 
pervision.” 
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) the buy San Antonio, Tex.—J. E. Mitchell, ex- 
» that ti utive committeeman, outlined changes 
i ‘im the by-laws and constitution to con- 
ugh guy rm to National association recommen- 
that malltions. The elimination of part time 






rents was discussed. Ross Cole, Amic- 
ble Life, said the elimination of part 
ers at first may cost something, but 
time it will pay. C. C. Wolfe, Union 
entral Life, said that the managers 
ho were sufficiently, courageous could 
iminate the part time men without con- 


ulti 4 
\ ddress ing anyone a agit 


Toronto, Can.—Caleb R. Smith, Ann 
rbor, Mich., chairman of the million 
ollar round table of the National As- 
ociation of Life Underwriters, spoke on 
Simple Methods in Selling Life Insur- 
nee.” Some 15 years ago Mr. Smith 
yorked out a method of production, set 
imself a quota of $12,000 a week which 
e maintained for four years, producing 
pwards of $200,000 a year and then set 
up to over $1,000,000 a year. 
* * x 
ny others Dallas, Tex.—Citing his own successful 
ling the ecord and showing he has spent more 
e of th han $100,000 for advertising himself as 
n insurance agent, A. C. (Tex) Bayless, 
percent Mgeneral agent Southland Life, Houston, 
tal dis fMfold the Dallas association newspaper 
for thM@@dvertising should be the foundation of 
NorthfMeheir publicity operations. He said if it 
The jad not been for his newspaper adver- 
+ fF ising campaign last year (and years 
age before) he would not have written 352 
6 whit@M@pplications for $1,828,888 in 1934, 
49 per _* © 
‘le th Peoria, Ill, — Frederick Bruchholz, 
ule tht agency director New York Life in Chi- 
ota has ago, and vice-president of the Chcago 
ssociation, and of the Chicago chapter 
pf C. L. U. will speak May 17 on “Modern 
alesmanship.” 
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* * * 
New Orleans—Dr. C. W. Pitkin, dean 
f the Louisiana state university’s grad- 
ate school, warned against the falling 
tandard of living and its ill effects on 
ife insurance. 
* %* x 
Des Moines—L. O. Schriver, Aetna Life 
general agent of Peoria and vice-presi- 
lent National association, will speak at 
he June meeting. 
* * 
Omaha—Holgar Johnson, Pittsburgh 
general agent Penn Mutual, spoke on 
Tm Not Interested.” L. O. Schriver, 
Aetna general agent at Peoria, will 
Speak June 7, 
eS Ri 
Roanoke, Va.—Frank Clement is the 
hew president, succeeding J. C. Hardin. 
he vice-president is T. W. Evans, and 
Secretary, E. D. Calhoun. 
: * * x 
Newark—The annual sales congress 
Under the auspices of the Northern New 


Jersey association will be held here 
June 20, 


| Crockford Canadian “Ad” Chief 
M. S. Crockford, Excelsior of To- 
ronto, was elected: president of the Life 
Insurance Advertisers Association of 
anada at the annual meeting in To- 
Tonto. John Nelson, Sun Life, is vice- 
President and F. G. Ivory, Canada Life, 








Nominated as President 
of New York Association 

















GLENN B. DORR 


NEW YORK, May 16—Glenn B. 
Dorr, agency assistant, Clifford L. Mc- 
Millen agency Northwestern Mutual 
Life, was nominated for president of the 
New York City Life Underwriters As- 
sociation at the final dinner meeting of 
the season this week. Election will oc- 
cur in the annual meeting in June, but 
nomination is virtually equivalent to 
election. He succeeds J. M. Fraser, 
general agent Connecticut Mutual Life. 

Mr. Dorr has been chairman of the 
executive committee for the last year. 
He is outstandingly successful as per- 
sonal producer and trainer of men. In 
1933-34 he was president New York 
chapter, C. L. U., after a year as vice- 
president. 

He started in 1926 with the Duns- 
more agency of the Equitable Life of 
New York, New York City, in 1926, 
paying for $182,000 in his first eight 
months and was made a unit manager. 
In the next year he paid personally for 
$400,000 and from then on went at a 
million-a-year pace until 1930, when the 
depression cut his annual production to 
between $600,000 and $750,000. 

In 1934 he went to the McMillen 
agency, where he continued to combine 
personal production and managerial 
work. He is probably best known for 
his carefully worked out and extremely 
effective prospecting system. ; 
Mr. Dorr attended St. Lawrence uni- 
versity and the Wharton School of the 
University of Pennsylvania. _ : 
Other nominees are: First vice-presi- 
dent, H. A. Schmidt, general agent New 
England Mutual Life; second vice-presi- 
dent, A. V. Youngman, Mutual Benefit 
Life; third vice-president, J. D. Book- 
staver, general agent, Travelers; secre- 
tary-treasurer, L. A. Cerf, Jr., general 
agent Fidelity Mutual; executive com- 
mittee, R. G. Engelsman, general agent 
Penn Mutual Life, chairman; field 
men: E. J. Allen, John Hancock 
Mutual Life; W. C: Bawden, Provi- 
dent Mutual; C. P. Dawson, New 
England Mutual; Lester Einstein, Equi- 
table of New York; Albert Hopkins, 
Penn Mutual; Harry Krueger, North- 
western Mutual; Benedict Leerburger, 
Massachusetts Mutual; M. A. Osborne, 
Mutual Life of New York. 

Also E. J. Sisley, Travelers; Robert 
Skillings, Home Life of New York; D. 
H. Ward, Union Central; and L. N. 
Whitelaw, Prudential; general agents 
and managers: G. V. Austin, Aetna; 
C. E. Bartlett, Metropolitan Life; J. E. 
Bragg, Guardian Life of New York; 
F. H. Devitt, Equitable of New York; 
Connecticut Mutual Life; Lloyd Pat- 
terson, Massachusetts Mutual; H. L. 
Wofford, Prudential; and S. S. Wolf- 
son, Berkshire Life. L. H. Pink, new 
New York superintendent, was present 





secretary, 


and _ spoke. 








ANNOUNCING 


OUR NEW 


ALL - IN- ONE - POLICY 


A Complete Protection Plan 


Combining Life, Accident, Health 
and Old Age Retirement 


IT PAYS 


DEATH from ANY Cause 
Sickness 

MONTHLY | Accident 

INCOME 4 Loss of Hands 

FOR Loss of Feet 

Loss of Eyes 

Age Retirement 





~ 


Accidental Death Increases Monthly Income 
IT PAYS YOU IF YOU LIVE—IT PAYS IF YOU DIE 


ALL - IN-ONE - POLICY 
One Company—One Premium 
An Economic Protection Plan 


WRITE 
F, L. BARNES, Agency Vice-President 


The Ohio State Life Insurance Company 
COLUMBUS, OHIO 























LIFE REINSURANCE EXCLUSIVELY 


LAWRENCE M. CATHLES 
PRESIDENT 


99 JOHN STREET NEW YORK CITY 
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NEWS OF THE FRATERNALS 





Canadian Program Prepared 


Many Notables to Address Fraternal 
Association’s Annual Meeting in 
Montreal May 21-23 








The program is announced for the an- 
nual meeting of the Canadian Fraternal 
Association to be held May 21-23 in 
Montreal. * President Charles Duquette 
and other officers of L’Alliance Na- 
tionale of Montreal will be hosts at a 
banquet and boat trip. There will be 
meetings of various sections, the heads 
of societies, secretaries, medical section 
and field men’s sections on the first day. 

Insurance Superintendent B. A. Dugal 
will speak the second afternoon. Judge 
J. C. Karel of Milwaukee, president Na- 
tional Fraternal Congress, will talk at 
the banquet the second evening. G. 
Finlayson, Dominion insurance superin- 
tendent, is to give an address the morn- 
ing of May 23, as will R. Leighton Fos- 
ter, insurance superintendent of Ontario. 
J. A. Paradis, assistant insurance super- 
intendent of Quebec, will talk the third 
afternoon. 





Illinois Fraternal Figures 





Insurance Department Report Based 
on 1934 Statements Shows 
_ Extent of Operations 





Total admitted assets of $912,327,526, 
total liabilities $777,618,388, and total 
insurance in force $4,962,422,159 are 
shown for fraternal societies operating 
in Illinois, in the annual compilation of 
the insurance department based on fig- 
ures in annual statements submitted. 

The table shows for 141 societies, in- 
cluding one Canadian, total income in 
the year $178,342,149, including $130,- 
147,165 paid by members; total expen- 
diture $143,267,740, including $96,546,123 
paid to members. Losses and claims 
unpaid, including those unadjusted and 
resisted, totaled $12,204,620. The num- 
ber of members Dec. 31 last was 
5,868,880. 

On Illinois business only the in force 
figure was $725,213,248, amount of in- 
surance written in the year $59,063,322, 
received from members in Illinois for 
mortuary indemnity and expense pur- 


poses $17,576,969, and amount of claims 
paid in Illinois during the year $13,- 
428,695. 

Admitted assets, total liabilities and 
insurance in force for a number of the 
companies (thousands omitted) are: 


Adm. Total Ins. in 

Assets _ Liab. Force 
Cath. Or. For...$ 32,084 $ 32,084 $122,677 
Chi. Fr. Life... 2,243 2,243 12,769 
Fidelity Life... 9,191 9,191 7,283 
Gr. Carn. Slov... 3,344 2,709 22,884 
Mod. Woodmen. 48,423 44,971 709,237 
No. Am. Un..... 1,470 935 10,086 
Pol. Natl. Alli.. 22,482 19,466 154,114 
noe a cus «. Beans  . 12,08 77,536 
Royal Ui e....66 53,487 52,941 472,512 
Slow. Wai. eo ‘ 5,266 3,935 1,190 
Wom. C. O. - 15,683 12,444 47,270 
Aid Assn. Eth: 16,062 15,086 144,758 
Un. W., D... 41,687 11,106. 54,555 
Beit ‘220F 3s. ss<s ,369 8,41 53,717 
Cath. Kn. Am 2,964 2,552 10,153 
Cath. Kn. St. G. 3,79 3,234 14,239 
Cro, Prat. Un. 6,999 6,010 52,023 
Deg. of Hon.. 11,979 10,325 65,235 
First C. Slov. v. 9,482 88 61,239 
Gleaner .... 6,910 6,910 39,043 
Homesteaders ~ 4,295 4,295 20,784 
es ok eee 42,767 35,467 268,990 
Lad. C. Ben. me 21,437 16,002 71,683 
Luth. Broth. 4,803 4,803 39,811 
Luth. M. Aid... 5,339 ,014 37,892 
Maccabees ..... 46,281 46,281 175,220 
Nat. Un. Assn.. 8,630 8,630 24,986 
Uni Seam PP ss 895 547 329 
Preatccee. er ciéees 6,765 6,155 55,698 
ws | ted 29,487 *485 107,329 
eG, Mi os 5's. 7,585 5,974 114,572 
Standard Life. 13,764 11,473 49,250 
TAY, FPOL. «002 415 RE RES 
Woman’s Ben 33,664 32,224 125,662 
Woodmen C.. 24,371 2,06 106,921 
2 LOS rn ts 929 117,929 411,112 
1, ©. ¥., Can. ,192 43,173 125, 923 
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Fourteen years ago the Ben Hur Life hamviation, | in line 
with its consistent policy of prompt settlement of claims, 
patented the above type of check as an integral part of 
every Ben Hur adult contract. 
face amount of the policy and, when necessary, can be 
cashed at local banks IMMEDIATELY after the death of 
the policy holder. Furthermore, red tape has been elimi- 
nated and the sun never sets on an unpaid just claim at 


BEN HUR LIFE ASSOCIATION 


Founded: 
Home Office: Crawfordsville, Indiana 


It is for one-tenth of the 


1894 


Edwin M. Mason, 
Secretary 





























608 Second Ave. S. 





Aggressive and Progressive 


Our record speaks for itself. 
Splendid territory still available. 


LUTHERAN BROTHERHOOD 


HERMAN L. £KERN, Pres. 


























Minneapolis, Minn. | 





*Valuation reports not received. 





Fraternals Are Included 


LINCOLN, NEB., May 16.—The 
Nebraska house has passed a bill spe- 
cifically applying to fraternals the pro- 
visions of a law passed earlier in the 
session prescribing a procedure for 
transformation of mutual and assess- 
ment life companies into stock legal re- 
serve companies. It was assumed at 
the time the latter bill was passed that 
it would reach fraternals, but the su- 
preme court was found to have held 
that fraternals constitute a_ different 
classification from mutuals and assess- 
nent companies, and the law must spe- 
cifically name them if it is to apply to 
them. The plan must be approved by 
the director of insurance and he is 
in charge of the referendum reyuired of 
all members. 


Lutheran Mutual Aid Meet 


The management and field depart- 
ments of the Lutheran Mutual Aid held 
a gathering May 15-16 in Chicago, 
President J. E. Hegg and many other 
officials attending. Field representatives 
from all parts of the United States and 
Canada were present. Directors and the 
Lutheran Mutual Aid Underwriters 
Association met the first day. 





Observes 52nd Anniversary 


The Catholic Order of Foresters of 
Chicago is observing its 52nd anniver- 
sary in May. In the period the society 
has paid $55,395,838 in death benefits, 
$1,782,815 in cash settlements, $546,764 
in total disability claims, Thomas H. 
Cannon, head of the society, announced. 
Dividends have been paid every year 
since 1923. 


Praetorians in Convention 


The Praetorian quadrennial national 
convention was held at the Baker hotel, 
Dallas, this week, delegates attending 
from the states in which the society 
operates. 


Sales Records Reported 


E, E. Lamb, Columbian National Life, 
Chicago—300 percent increase in paid 
premiums the first quarter and approxi- 
mately the same in volume. 

Pearce H. Young, St. Louis, Union Cen- 
tral Life—Increase in paid business of 
142 percent for first four months. 


Cc. J. Zimmerman, Newark, Connecticut ! 


Mutual—With the third largest quota for 
the company’s spring drive, the agency 
exceeded its quota 10 percent, Over 
$500,000 submitted for the final week and 





| Medical Director 
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DR. A. LIMBURG 

Dr. A. M. Limburg has been a 
pointed medical director of the A. 0) 
U. W. of Fargo, N. D., filling the vw 
cancy left by the death of Dr. 6. Al 
Carpenter. Dr. Limburg for a numbe 
of years has been assistant medical ¢: 
rector. He is a graduate of the Uni 
versity of Minnesota college of medi 
cine and surgery, 1903, and practiced a 
Bowbells, for 15 years, then a 
Fargo Rg on He is surgeon fo 
Armour & Co. and Cass county super 
intendent of health. 


M. 











over 70 applications for $375,000 on find 
day; more than 25 percent ahead on paid 
business. 








A MAN 


with 


A PLAN 


is never without an 
interested audience— 


—add character and intelligence, apply 
the following code, and you have a com- 
bination which will create active, en- 
thusiastic centers of influence, whether 
you are building a bridge, organizing a 
business or selling anything under the 
sun: 


“Strive more to 
serve than to sell. 


‘Put your faith in 
sound ideas. 


“Insist upon undi- 
vided attention.”’ 


PLANNED ESTATES and CLIENT 
BUILDING as developed by this com- 
pany, when coupled with our newly 
perfected PLAN OF APPROACH, 
definitely makes a profession out of 
Life Insurance Selling. 

The integrity of the HOME LIFE IN- 
SURANCE COMPANY OF NEW 
YORK (a 75 year old mutual company) 
has never been questioned. 

Territories open in most Southern Cali- 
fornia cities. Only those of unimpeach- 
able character need apply. 

HOME LIFE INSURANCE CO. 

OF NEW YORK 


HAZEN P. AIKEN 
General Agent 
Suite 623—510 W. 6th St. 
Los Angeles, California 


There never is any “snow on the board- 
walk”? in. Southern California 
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r(SALES IDEAS AND SUGGESTIONS 











Leaders Organize Time and 





Many constructive, proven sales ideas 
were presented at the annual sales con- 

ess of the Life Underwriters Associ- 
ation of St. Louis. Organized_ sales 
talks were discussed by Manuel Camps, 
Jr, Boston general agent Penn Mutual 
Life. Many veteran producers who are 
adverse to such sales helps actually use 
that system without knowing it. To 
illustrate this point Mr. Camps told how 
he had purposely ordered a stenographic 
report of the sales presentation of one 
veteran On two occasions to prove to 
him and others in the organization that 
he really used this proven successful 
method. He advised every agent to 
obtain the very best sales talk that he 
can get and then stick to it. A sales 
talk has to be used and not abused. 

“Put your own personality and tech- 
nique into it,’ he continued. “Throw 
part of yourself into the sales presenta- 
tion. It has been truly stated, ‘Don’t 
be casual because if you are casual you 
will be taken casually and you will be 
the casualty’.” 

An agent should train himself to open 
his sales talk in the proper fashion, he 
said. “If you get your very first sen- 
tence across you will get to first base 
and it will then be comparatively easy 
to work yourself around to home plate.” 

He then told of the sales approach 
used successfully for five years. “I am 
Manuel Camps of the Penn Mutual and 
I have to see you about sending your 
boy to Colgate,” is the approach he 





Talk—Employ Knowledge 


uses to solicit a father about educational 
insurance for his son. It will be noted 
in the approach no mention is made 
of selling life insurance. It is concen- 
trated on what life insurance will ac- 
complish in solving the prospect’s own 
problems. 

The second step in a successful sale 
is the meeting of objections and over- 
coming this sales resistance. There are 
three basic objections: I don’t need in- 
surance, I can’t buy insurance and I 
can’t pass. All other objections are 
variations of these three. If an agent 
will see enough persons every day he is 
certain to be a success in insurance. Mr. 
Camps advocated the use of true life 
stories of the benefits of insurance, and 
contended that the best sales talk is 
useless unless a real attempt is made 
to close. 

E. B. Stevenson, Jr., vice-president 
of the National Life & Accident in 
charge of ordinary, cited the tremendous 
disbursements to policyholders and 
beneficiaries that were made by the life 
companies during the depression. The 
service was second only to that per- 
formed by the government in relieving 
distress, he said. During the five de- 
pression years the life companies paid 
to living policyholders $9,157,000,000 
and to beneficiaries $4,584,000,000. The 
depression would have presented far 
more difficult problems had no funds 
been forthcoming from life insurance. 

C. Vivian Anderson, Provident Mu- 


tual Life, Cincinnati, told how he uses 
his knowledge of the laws governing 
the making of wills to get into the 
good graces of a prospect. All life in- 
surance agents should study the laws 
covering estates and discuss wills with 
their prospects, he said. Such. discus- 
sions open the way for big sales. 
Caleb Smith, Massachusetts Mutual 
Life, Ann Arbor, chairman of the Mil- 
lion Dollar Round Table, insists on get- 
ting a settlement with the application, 
failing to do so only once in 22 years 
and it so happened that was the only 
time he failed to deliver the policy ap- 
plied for. His success is founded on 
his very simple process: Proper use of 
time, strict maintenance of the self-set 





quota and the use of an organized sales 
talk. He works eight hours every day; 
one hour at the outset is devoted to 
study, six hours to solicitation and an 
hour at the close of the day in prepara- 
tion of the next day’s work. Time, he 
says, is the most valuable thing to any 
man. Set a goal and don’t let anything 
interfer with it if humanly possible, he 
urged. All anyone needs for success 
in life insurance is: Hard work, keen 
intelligence and an unflinching will. Op- 
erating in a comparatively small city he 
has 2,600 policyholders and concentrates 
on servicing their needs. In closing, he 
said that an agent should not permit 
himself to become dissatisfied with 
either his company or his territory. 








Principles of New Pressure Selling 








Get the interest of the prospect be- 
fore you try to sell him. That is the 
heart of the selling system of Hazen P. 
Aiken, general agent of the Home Life 
of New York at Los Angeles. He holds, 
however, that a man with a plan is 
never without an interested audience. 
Hence the way to interest the prospect 
is clear. 

_Mr. Aiken lays down certain prin- 
ciples which he declares operate suc- 
cessfully: 

_“Refuse to advise anyone concerning 
either the insurance he now-owns or 
that which he contemplates purchasing 
until he willingly: consents, and makes 
adequate provision for listening atten- 
tively to your entire story of how an 
intelligently planned life insurance 
estate will solve most of his financial 
problems; and further, 

_ “Never consciously strive to sell life 
insurance to him personally, but rather 








What Is Life Insurance Today? 


——the greatest defense the ingenuity of man has been able 
to raise against his ancient enemy—poverty. 
—the most human of all business institutions. 


——an investment always worth one hundred cents on the 
dollar and a subject of interest to all because experience has 
taught the certain and enduring value of substantial life 


insurance. 


That Is Life Insurance of Today 


and Tomorrow 


This company, sturdy as the oak, carries on the high 
traditions of Life Underwriting. If you are interested in the 
profession you will find it pays to be friendly with the 


PEOPLES LIFE INSURANCE COMPANY 


“The Friendly Company” 


FRANKFORT 





INDIANA 








to so impress him by your sincere en- 
thusiasm, with the fundamental sound- 
ness of your ideas and the high quality 
of your distinctive service as to cause 
him to want to become an active and 
enthusiastic center of interest for you. 

“Never attempt to sell a life insurance 
policy or plan to any man who does not 
invite you or who does not indicate be- 
yond the shadow of a doubt that he 
wants to hear your story. 

“Never plan this man’s estate or tell 
him about a certain policy with the 
thought in mind of selling him person- 
ally, but with the thought only of so 
servicing his needs as to cause him 
willingly to become an active center of 
influence for you.” 

To this Mr. Aiken adds the following 
code: 

Strive more to serve than to sell. 

Put your faith in sound ideas. 

Insist upon undivided attention. 























Illinois, 











Ideals 


Turse DAYS we hear much 
about New Deals, Raw Deals, Mis- 
Deals and Rare Deals, but the con- 
servative steady progress of this 
Company has been based upon the 
proposition of a Square Deal to 
policyholders and agents. 


After twenty-seven years we still 
believe that is the Ideal Deal. 


Agency openings 


Michigan and Missouri 


BANKERS MUTUAL LIFE Co. 
FREEPORT, ILLINOIS 


Founded in 1907 








in 
Indiana, 

















































































































CONSULTING ACTUARIES 




















CAMERON & CHAMBREAU 


Consulting Actuaries & Tax Consultants 
111 West Monroe Street, Chicago 
Organization, Manag t, Pensions, 
Agency Planning, Federal Tax Work. 
Washington Office, Shoreham Bldg. 





1 Fopeome _Sigest <= Hil Street 500 Fifth Avenue New York City 
ILLINOIS Established 1865 by David Parks Fackler 
J. C. Cameron W. W. Chambreau FACKLER and BREIBY 








Consulting Actuaries 


Edward B. Fackler William Breiby 
8 WEST 40TH STREET NEW YORK 




















DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 N. La Salle St. 
Telephone State 1213 
CHICAGO, ILLINOIS 





ELDER A. PORTER 


F. A. S. FLA. LA. 
Consulting Actuary 
102 Maiden Lane 

NEW YORK, N. Y. 

















L. A. GLOVER & CO. 
Consulting Actuaries 
128 North Wells Street, Chicago 


Life Insurance Accountants 
Statisticians 




















INDIANA 
Haight, Davis & Haight, Inc. 


Consulting Actuaries 
FRANK J. HAIGHT, President 
Indianapolis, Omaha, Kansas City 




















HARRY C. MARVIN 
Consulting Actuary 


307 Peoples Bank Bldg. 
INDIANAPOLIS, INDIANA 























Woodward and Fondiller, Inc. 


Consulting Actuaries 
90 John Street, New York 
Telephone Beekman 3-6799 




















CARL J. WEST 
Consulting Actuary 
Automobile 
8 East Broad Street 
Columbus, Ohio 
Organization Management 


PENNSYLVANIA 


FRANK M. SPEAKMAN 
Consulting Actuary 


Associates 
Fred E. Swartz, C. P. A. 








Life Casualty 












































Consulting Actuary 
Central Missouri Trust Company Bldg. 
Jefferson City, Missouri 
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Again Raises Annuity Rates 


Aetna Life Announces New Scale on 


nuity rates as of Jan. 1, increasing pur- 
chase price in relation to annuity pay- 


another upward revision effective May 
20 applicable to non-participating sin- 


fund annuities. 
some time. 


courage the sale of single premium an- 
nuities. 
companies will take similar action. 


cerned over the interest trend, especially 
on real estate mortgage loans, due to 
large scale operations of a number of 
federal agencies. 


chase prices for males for $100 income 
payment annually are: 





Cash 
Age Life Refund Refund 
OR os ts 0 ares $2,408.50 $2,495.40 $2,648.70 
eee 2,389.10 2,477.50 2,629.00 
Lae 2,369.10 2,459,10 2,608.80 
OP is orem ease 2,348.70 2,440,30 2,588.20 
. See 2,327.70 2,421.10 2,567.30 
RN Sak Barc 2,306.10 2,401.40 2,545.90 
- ae ,284.00 2,381.40 2,524.10 
| a) hs Sie 2,261.30 2,360.80 2,501,80 
a oe ae 2,238.10 2,339.90 2,479.30 
TS | ei ,214.30 2,318.50 2,456.30 
rece 2,190.00 2,296.60 2,432.80 
Mee dts ees 2,165.00 2,274.40 2,409.00 
32 2,139.50 2,251.70 2,384.70 
J 2,228.50 2,360.20 
2,204.90 2,335.20 
2,181.00 2,309.70 
2,156.60 2,283.90 
2,131.70 2,257.90 
2,106.50 2,231.30 
2,080.80 2,204.40 
2,054.80 2,177.20 
2,028.40 2,149.70 
2,001.50 2,121.80 
1,974.40 2,093.50 
1,946.90 2,065.10 
1,918.90 2,036.30 
_ a ae 1,724.70 1,890.70 2,007.00 
| ORD ier ae 1,691.40 1,862.20 1,977.80 
. SA 1,657.60 1,833.30 1,948.20 
Mk d hie as So 1,623.40 1,804.10 1,918.20 
Os SB sipk as <8 1,588.90 1,774.70 1,888.10 
| BARA 1,554.00 1,745.10 1,857.90 
_ Ree 1,518.90 1,715.00 1,827.40 
aa 1,483.50 1,684.90 1,796.50 
| RE Ne em 1,447.80 1,654.60 1,765.90 
Bi Ree ee, 1,411.90 1,624.00 1,734.90 
SCR Fe 1,375.90 1,593.10 1,703.50 
Be aes e@ anne 8 1,339.70 1,562.40 1,672.50 
DUCES 1,303.50 1,531.30 1,641.30 
SP ae 1,267.20 1,500.00 1,609.60 
IMSS 1,230.90 1,469.00 1,578.40 








Single Premium Forms in Effect 
on May 20 





Although it completely revised an- 


ents, the Aetna Life has announced 


e premium life, refund and cash re- 
This action has been contemplated for 
n It is taken in the field to 
dicate a disposition still further to dis- 
It is anticipated other large 


Life company officials are much con- 


The Aetna’s new single premium pur- 
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i LIFE POLICIES || | 2,21, dividend, throughout, depending 32 .... 2,206.00 13.89" 2,329.24 18.38 ]61.......... 1,194.60 1,437.70 
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less the annuitant requests payment 1n } 41 .. 1,932.96 11.69 2,089.20 a , 187 20 3 
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. ° males for annuities of $100 annually, | 47 °"": 3’g39'¢0 11509 -2'002'32 F : 1,067.10 ; 
New Par Annuity Scale Given | Vin *s.<t dividend, are: 45 :.:: 1798.28 10.90 1:972:76 10. -80 1,037.40 
Life Refund 46 . 1,763.48 10.70 1,942.84 : : 1,007.60 
Union Central Limits Writings in This | Age ist Div. 1st Div. 4 ; eee ae rg 4 1882-00 "37 ; 950.40 i 
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: : asi 6 . 2,362.88 14.47 2,470.40 14.45] 59 . 1,285.28 8.15 ,531. ) ; 
immediate annuities. The New bbe’ 27 ; 2,388.12 14.30 2,447.96 14.27 60 ; 1,247.68 7.96 1,499.00 a males the price of a gto aang annuity 
i ivi i i - are: : 1425. 14.10 | 61 - 4,210: : ,466. 93 |: : i * 
Life dividend decreases with duration | 29 1... 228700 13:94 © 2'401:76 1393/62 1111 Vi7280 Tes 148400 7:76 | 8. $2,644.20, or $132.90 hig vd than the 
contract, the Equitable of New York} 3) °''' 5'960:60 13:76 21378104 13.7563 1... 113560 7:38 1°401:08 7158] previous rate. At age 35 the increay 
scale increases, but the new Union Cen- ! 31 . 2,233.60 13.57 2.353.88 13.56 | 64 . 1,098.60 7-20 1,368.76 7-40 is $74.60, a, 30: 60 it m1 and at 
65 . 1,061.84 : ,336. . 85 it is only $4.20. e increase js 
hes eee eee aes much greater for installment refund anj 
67 . 989.36 6.66 1,271.52 i 
68 953.64 6.47 1,289.40 6.72 cash Piaagast nt ge At age hg in- 
69 918.36 . 1207, . stallment refund rate is increased $46.5 
ACTUARIES HS IRR BE EARS poy) ine te cash ed me eae 
72 815.60 5.80 1,112.48 6.07 
Bo HE ae bh Great West Lif 
74 749, s ,051. . reat West Life 
75 718.12 5.30 1,020.48 5.61 3 
76 686.96 5.15 990.24 5.46 Extensions in its “family protection" 
CALIFORNIA NEW YORK Th ci: GEER G00 SRLBR EE policies, are announced by the Gri 
78 626.80 4.85 931.76 8-18 | West Life. Where the family protection 
4 foo. See 902.32 = B99 | Tider is attached to an old policy, the 
Barrett N. Coates Carl E. Herfurth f % ‘ company will pay the cost of the medical 
‘: MILES M. DAWSON & SON 33 sings ret Hey} Lee examination re longa for ~ 
" 4.16 792.08 4.54 | rider amounts to or more. rovision 
COATES & HERFURTH $4 4ee.04 4.04 766.44 4.42 | is also made whereby a family protec. 
CONSULTING ACTUARIES 85 440.92 3.92 740.76 4.30 | tion policy may now include a “clean-up” 


fund in the original application. The 
company will also write family protec. 
tion riders on pension policies on the fol- 
lowing basis: It will pay as a clean-up 
fund the amount, if any, by which the 
cash surrender value exceeds the initial 
amount of insurance. In this event, the 
monthly income will not be disturbed 
and the initial amount of insurance will 
be paid at the end of the family protee- 
tion period. 








agency material, under 40 years of age, 
closer, quarter million di producer. 
salary, commission for right man. Give rel- 


erences, full x 
ADDRESS B-76é, NATIONAL UNDERWRITER 

















A LOBBY 
TRULY INVITING 


The Shelby lobby is warmly 
furnished — commodious — 
right on the street level. 900 
rooms—all with private bath 
—circulating ice water—ser- 
vidors—box-mattressed beds. 
Two popular priced restau- 
rants. Cocktail Lounge. Rates 
$2.00 and upwards. Garage. 


HOTEL 
FORT SHELBY 


DETROIT 


“AGLOW WITH FRIENDLINESS” 
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Must Revamp Sales Set-up 


Inquiry Is Made as to Whether or Not 


BY VERNE GORDON 


“Forgotten Prospect” Should Be Found 








total national income 
to $80,000,000,000 or about 
3.000 per family, countrywide. Last 
year the total national income was 
$40,000,000,000—or about $1,000 per fam- 
iy. 

“~hat means that, on the average, 
everyone has undertaken a 50 percent 
depreciation in personal income—has 
therefore had to curtail his expenditures 
by 50 percent and has dwarfed his per- 
spective of protection and retirement 
needs by 50 percent. 

In the face of this, life insurance has 
bumped along, trying to hold to the kite 
strings of a sales perspective which has 
long since risen to heights all out of 
proportion with facts. In short, the 
average ordinary life insurance salesman 
js still keying all his efforts to $5,000 and 
$10,000 and $20,000 cases and only look- 
ing at the ones and twos when in such 
desperation that his very state of mind 
would ward off a sale. 


Home Offices Need to 
Get a Correct Slant 


In 1929, 
amounted 


Home offices, too, are guilty of this 
same haughtiness towards the menial 
$1,000 policy—the policy on which the 
great institution of life insurance was 
built. Today, they say, they cannot af- 
ford to write the ones and_ twos. 
Strangely enough, they could afford it 
so well during the first century of their 
existence—or nearly that long—that they 
built the country’s greatest single com- 
mercial unit in very short order there- 
from. 

Today—1935—the average company 
sales picture is showing an improve- 
ment—but it is possible chiefly be- 
cause of the sudden sweep to the in- 
vestment market which is not a long 
time sales picture. As a matter of fact, 
the companies will probably not per- 
mit it to remain popular much longer, 
in apprehension of the long-time invest- 
ment outlook on their own part. But, 
even if this were to remain permissible 
in unlimited quantity, it might be a 
fair prophecy that it would not much 
longer contribute thus heavily to the 
sales picture, For only the top bracket 
can afford life insurance from this angle, 
and the top bracket is not so very large 
these days. 


Companies Should Have 
the Appeal Rebuilt 


Therefore, what of the future sales 
picture, after all the shouting of re- 
tirement annuities and investment plans 
1S Over? 

Until and unless the companies and 
their agents rebuild their appeal, to make 
it attractive to the $1,000 and $2,000 
man, it looks as though much of the 
appeal will fall on deaf ears and before 
blind eyes. Take the advertising ap- 
peals which cite retirement plans of $250 
a month and educational plans for Mary, 
John and Eleanor at $5,000 each—and 
take the law of averages of the audi- 
ence, whether in front of the individual 
agent or the advertising page or broad- 
side—and by and large a very large per- 
centage of people today are losing in- 
terest in what they know is impossible 
for their modest, meager and_not-so- 
much-hope-to-increase income. 

Perhaps this is a toot on the horn 
that is out of tune with the wole or- 
chestra—but also perhaps the orchesira 
has forgotten to have its music changed. 
It would really seem that, if any major 
Sales increases are to be discovered on 
a sound basis, serious consideration will 
have to be given this great buying pub- 
lic which cannot afford—or, at least, 
thinks it cannot afford, which is one 
and the same, to buy in larger units 
than $1,000 and $2,000. It must be re- 








membered that this usualiy does not rep- 
resent “tota:’ insurance, but 1s an ada- 
tional or merely an initial purchase of 
coverage. 

Even with ones and twos playing a 
discord in home and fiela sales pictures, 
it stands as a tact that over 40 percent 
of sales today are below $2,000 units. 
that has been tound on several checks 
which nave been made. 


Army of Forgotten Prospects 
Should Be Mobuilized 


What could be done if a real cam- 
paign were to be made to adequately 1n- 
sure that great army of “forgotten pros- 
pects,’ with appeais to them that comd 
ve understood, believed, appreciated and 
taken as within reason. 

As to the answer for the statement 
that the companies cannot attord to 
write these smail units—it would only 
seem that the companies should find a 
way to return to their old economical 
base of operations that would permit it. 
It was done and done at a handsome 
profit in years past. 


Agent Has Opportunity 
to Build Sales Picture 


It might be summed up this way: 

If an agent make 15 interviews a 
week, seeking $10,000 applications and, 
finally, in desperation turns in one or 
two $1,000 policies “grabbed” some- 
where, then he has a week’s total of 
$2,000. But if that agent made 15 in- 
terviews a week, seeking whatever he 
can and respecting everyone at face 
value, but directing a proper appeal to 
the $1,000 prospect, dirferent from that 
for the $10,000 prospect—and, by intens- 
ive effort closes four or five cases for a 
minimum of $1,000, with the law of aver- 
ages bringing in an occasional $5,000— 
then, he has a pretty good sales picture 
and, instead of being belittled by seiling 
ones and twos, he becomes an outstand- 
ing producer. 

It doesn’t always work—but there are 
countless many people who are now 
termed “small fry’ who are willing and 
ready to buy, but they don’t want indus- 
trial insurance and they are not worthy 
of much attention today because they 
can’t buy what is a “jumbo” policy for 
the average man. 








Nebraska Experience in 
1934 Shown for Leaders 





The new business written by Nebraska 
stock legal reserve companies last year 
in their home state amounted to $22,- 
734,361 and insurance in force $130,- 
300,849. ‘he other stock legal reserve 
companies had $35,047,942 new business 
and had in force $235,721,769.: The Ne- 
braska mutual legal reserve companies 
had new business $12,274,138 and had in 
force $50,622,257. The legal reserve mu- 
tuals of other states had new business 
$59,883,030 and insurance in force $504,- 
937,179. 

State Leaders Are Given 

The state leaders or those writing 
$1,000,000 or more in Nebraska last year 
are as follows: 

Nebraska Stock Legal Reserve 


Companies 
New 
Business In Force 
Bankers, Neb....... $6,764,568 $67,676,114 
Lincoln Liberty... 2,848,437 14,088,916 
Midwest Life....... 1,279,885 16,295,154 
DHOUGRS occ cdees wes 5,819,810 924,072 
Service Life......... 1,538,901 10,127,624 
Union National...... 1,474,52 2,806,947 
United Benefit...... 1,035,686 3,992,096 
Other State Stock Legal Reserve 
Companies 


Aetna Life (Ord.)...$2,039,028 $19,893,708 


Aetna Life, (Group) 1,306,600 4,020,100 
Hercules Life....... 2,096,232 1,778,199 
Kansas City Life... 1,966,578 10,203,962 
Lincoln National.... 2,376,439 22,541,790 
N. W. Natl. (Ord.).. 2,046,082 13,713,7 
N. W. Natl. (Group). 1,045,000 2,306,700 
Ohio Natl. (Ord.).... 1,910,414 18,074,276 
Ohio Natl. (Group). 1,914,000 1,663,000 
Sun Life (Ord.)..... 1,099,107 3,867,757 
Sun Life (Group)... 221,321 709,737 
Travelers (Ord.).... 1,344,223 19,760,85 
Travelers (Group)... 2,690,750 12,286,550 
Union Central....... 2,112,142 24,917,891 
Nebraska Mutual Legal Reserve 
Companies 
American States. ....$1,245,100 $ 1,473,714 
American Annuity... 1,061,775 2,521,17- 
Cosmopol. Old Line. 1,995,949 6,389,793 
Guarantee Mut...... 3,125,206 12,351,357 
Pathfinder .... sce 1,220,881 5,363,13 
Security Mut........ 2,618,365 20,614,714 
Other State Mutual Companies 

Bankers, Ia.........$2,047,082 $21,699,049 
Equit., N. Y. (Ord.). 3,061,222 39,455,662 
Equitable (Group).. 6,591,767 41,675,196 
John Hancock (Ord.) 13,478 3,528,336 
John Hancock (Ind.) 2,541,096 4,427,895 
Massachusetts Mut.. 1,448,553 12,094,668 
Metropol. (Ord.).... 3,709,706 32,023,355 
Metropol. (Group)... 2,768,565 10,448,500 
Metropol. (Ind.)..... 5,001,635 20,122,702 
Mutual Benefit...... 1,249,874 22,698,223 
Mutual Life, N. Y... 2,525,840 28,435,517 
New England Mut.. 1,988,151 17,889,665 
New York Life...... 4912,637 57,644,403 
N. W. Mutual....... 3,269,364 54,498,716 
Prudential (Ord.)... 5,740,439 34,062,908 
Prudential (Group).. 1,309,363 8,552,343 
Prudential (Ind.)... 5,421,572 28,416,252 
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for Agents Is 
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STATE LEADERS ARE GIVEN 





Insurance Department Preliminary 
Sheets Give the Returns for the 
Various Companies 





The lIilinois insurance department 
shows that last year the Illinois legal 
reserve companies wrote in their home 
state $130,982,814 new business and had 
$397,911,057 in force. Their group 
amounted to $7,221,055 with $23,889,753 
in force. The industrial was $19,357,- 
137 and $23,421,547 in force. 

The Alliance Life, which took over 
the Peoria Life, showed $35,057,444 new 
business and $44,719,192 insurance in 
force. The Hercules Life showed 
$29,800,294 new business and $21,795,767 
in force. The Country Life showed new 
business $18,035,500 and has in force 
$66,029,998. The Franklin reported 
$5,001,661 new business and has $42,209,- 
753 in force in its home state. The Con- 
tinental Assurance has $8,032,745 new 
business and has in force $39,404,273 in 
Illinois. 


Companies of Other States 


The companies of other states, not in- 
cluding Canadian companies, showed 
new ordinary business $600,252,592, 
business in force $5,232,926,058. The 
group showed $276,635,120 and $897,- 
584,440. The industrial was $283,637,914 
and $1,149,416,490. 

The Canadian companies showed new 
ordinary business $15,889,154 and had 
$114,370,422 in force in the state. 

Among the ordinary leaders in new 
business in Illinois are Aetna Life, $11,- 
715,757; Equitable of New York, $34,- 
439,428; John Hancock Mutual, $15,522,- 
625 Massachusetts Mutual $13,382,508; 
Metropolitan, $130,968,271; Mutual Life 
of New York, $27,882,220; New England 
Mutual $17,947,231; New York Life, 
$46,142,462; Northwestern Mutual, $24,- 
703,874; Penn Mutual, $13,827,955; Pru- 
dential, $95,324,396; Travelers, $18,078,- 
558. 

The group leaders are the Aetna Life, 
$91,154,925; Equitable, $48,676,000; John 
Hancock Mutual, $25,621,912; Metro- 
politan, $58,629,821; Travelers, $31,994,- 
672; Great West Life, $18,180,725. 

The industrial leaders are the John 
Hancock, $25,621,912; Metropolitan, 
$123,505,227; Mutual Life of Baltimore, 
$8,110,798; Prudential $99,062,649; West- 
ern & Southern Life, $11,149,412. 

The assessment companies reported 


$12,377,317 in new business in Illinois 
and have in force $29,158,891. The lead- 
ers are the Bankers Mutual Life of 


Freeport, Ill., with $2,231,500 new busi- 
ness; American Life of Ottawa, $2,231,- 
723; Unity Mutual, $2,577,534. 








A movement by general agents and, 


managers to increase the incomes of 
their agents is gaining full sway in the 
southeast. Men are awake to the fact 
that a permanent organization can only 
be built with salesmen who are making 
an income sufficient to support their 
families. 

Definite steps are being taken toward 
this goal. Part time men are being 
eliminated in all the larger centers in 
an effort to increase the sales possibili- 
ties of the regular producers. Non-pro- 
ducers are dropping out, some at the 
request of their general agent, others 
resigning to take jobs more suited to 
their peculiar abilities. 

Wholesale hiring of men by general 
agents making desperate efforts to keep 
up production is dying down. Building 
an agency by this method has proven 
expensive and none too productive. Im- 
proving business conditions are making 
it harder and harder to obtain high cali- 
ber men. 

An outstanding example of an agency 


where the agents have considerably in- * vise. 





creased their incomes is the T. C. 
Looney agency of the Massachusets Mu- 
tual Life at Memphis. Some time ago, 
Mr. Looney, ex-president of the Tennes- 
see Life Underwriters Association, re- 
quested that each of his associates fill 
out an estimated budget of the income 
required for that man to maintain his 
family. The amount of insurance which 
each agent must sell to gain this income 
was then calculated, and that amount 
was the man’s quota for the year. 

An “app a-week” club was formed in 
Mr. Looney’s agency, and it was decided 
to hold a short inspirational meeting 
every morning. Those agents not mak- 
ing their quota were asked to leave in 
a few months. With only half the agents 
remaining at the end of the year, the 
agency still enjoyed a sizable increase 
in production. Every agent who re- 
mained was maintaining thé standard 
of living he set forth at the beginning 
of the year. 

The typical agent or manager in the 
south has a very large territory to super- 
Not only that, but many of them 





are large personal producers and derive 
most of their income from their own 
business. These conditions are anything 
but conducive to a slow, quiet life, and 
I know of no busier class of men than 
the general agents and managers of the 
south. 

Conscientious efforts are being made 
to improve selling conditions in the 
south, but competition is still keen. Esti- 
mates and comparisons are frequently 
submitted, and prospects have learned to 
ask for them. In one city of slightly 
over 50,000 population, it has been esti- 
mated that there is one life insurance 
agent to every 150 white people. 

However, statistics show that life in- 
surance sales in the southeast increased 
in 1934. This was accomplished by a 
smaller number of men, which brings 
the average income of the agents up to 
a more desirable figure. With further 
improvement in business, the marginal 
producers will go into other lines of 
work, further improving the financial 
status of the men permanently in the 





life insurance business. 


The Estate-O-Grap "7 


A MONTHLY MAGAZINE ILLUSTRATING METHODS OF BUILDING, CONSERVING AND DISTRIBUTING YOUR ESTA} 


Ina ONew, Improved Style 








How Home Offices, General 
Agents and Managers Use 
THE ESTATE-O-GRAPH 


1—They enclose THE EsTATE-O- 
GRAPH 1n their agency bulletin or 
house organ, as a Pictorial Supple- 
ment. 


2—They mail it each month to the 
wives of agents to give them some 
conception of the possibilities of the 
business in which their husbands 
are engaged, and to encourage them 
to help their husbands succeed in 
life underwriting. 


3—Furnish copies to their agents 
each month to use as canvassing 
pieces and to supplement other ma- 
terial in agents’ sales kits. 


4—Use each current issue as the 
subject of discussion at one agency 
meeting each month. 


5—Keep a file of back issues in the 
agency for the use of agents on spe- 
cific cases, or for the purpose of 
supplementing and illustrating pro- 
posals. 


6—Encourage agents to distribute 
copies each month in person to their 
policyholders and prospects thus 
saving postage and providing a rea- 
son to contact prospects more fre- 
quently. 





7—Plan occasional monthly cam- 
paigns and sales contests built 
around the subject of the current 
issue. 


8—Use a general heading on copies 
purchased in a large quantity for 
the company or general agency, with 
a space provided in which each 
agent using a few copies can stamp 
his name. Makes the cost very low 
for individual agents. 


9—Have a selection of issues on 
various subjects available so agents 
can pick a suitable one to enclose 
with a policy when he delivers it. 
For example, on a policy sold to 
provide college funds, enclose. an 
Educational Issuc of THE EsTATE-O- 
GRAPH. This makes delivery, and 
premium collection, easier 








Embodying changes suggested by franchise holders 


to make it a more valuable selling tool 


Bigger, Better, More 
PICTURES 


Large, effective, true-to-life pictures have 
always been a distinguishing feature of THE 
EsTaTE-O-GraAPH. In the NEW EsraTe-O- 
GraPH this feature is still further emphasized. 
THE EsTATE-O-GRAPH becomes more than 
ever a no publication. 

The front cover contains only a picture and 
your imprint. On the other pages the pictures 
are so arranged to dominate the pages, with 
a minimum of explanatory text. 

Pictures are interesting. They are readily 
understood. They put their story across with 
a flash, in the most effective form—visually. 
‘The pictures used in THE EsTATE-O-GRAPH 
are especially posed. They are natural. They 
dramatize the functions of life insurance— 
visualize its many benefits. 


More Convenient Size 


The NEW Estare-O-GRAPH comes to you 
folded to size 334 inches by 87% inches. This 
is just the right size to slip into your pocket, 
to carry with you for use in visualizing your 
sales presentation, or to leave with your pros- 

Our investigation among franchise 
holders showed that a size convenient to car- 
ry in pocket would be a distinct advantage 
It means that a user can distribute part of his 
copies, economically and effectively, in person. 

This size is also just right for mailing in 
a Number 10 envelope, or for an effective 
mailing piece without énvelopes. Moreover, 
the copies come to you folded, ready for use. 
This saves a lot of time and trouble. Yet there 
is no added expense. 


More Individuality 


There is more space for your own special 
copy in the NEW Esrate-O-Grapu. If ‘you 
mail the copies in envelopes (which is rec- 
ommended) you have the .entire back page 
for your own special’ copy. This is in addition 
to your name which goes on the first page. If 
you wish, you may use some special title in- 
stead of the title, “THe EstaTe-O-GRAPH, 
to individualize your copies still further. 


Looks Better When Received 
by Prospect 


In the new size, THE EsTATE-O-GkAPH 
need only be folded once. This means it is 
received by the prospect in much better con- 
dition than the former size, which required 
two folds. 


Rotogravure Printing 


THE EstaTe-O-GraPH will continue to be 
printed in rotogravure, the most effective 
method of picture reproduction known. Roto- 


More Convenient Size 


Comes To You Folded 
More Individuality 


Looks better when 


received by prospect 





gravure printing lifts THE EsTATE-O-GRAPH 
out of the class of ordinary advertising. gives 
it dignity and distinction. 


New Issue Every Month 


THE EstaTE-O-GRAPH is published month- 
ly. It treats a different phase of life insurance 
in each issue. By having each issue devoted 
to some particular benefit of life insurance, 
franchise holders build their selling activities 
around the issue. 


When the subject of THE EstaTE-O-GRAPH 
is Retirement Income, for example, prospects 
for this particular use of life insurance, re- 
ceive this issue. Sales meetings for the month 
are devoted to discussions of selling Retire- 
ment Income, effective sales presentations are 
studied. Thus, each month has a definite sales 
program, a definite objective to be ac 
complished. 


Exclusive 


Except in the larger cities THE EsTatE-O- 
GRAPH is sold on the exclusive basis. 

Even though you have seen copies of THE 
EsTATE-O-GRAPH in its old form, you'll be 
interested in seeing the new copies. You'll 
like them, we're sure, and the improvements 
may be just what THE EstaTE-O-GRAPH 
needed to make it fit your needs. 

















The National Underwriter Company, 
175 W. Jackson Blvd., 
Chicago, Illinois 


Here's 25c. Send me THE EsTATE-O-GraPH Portfolio con- 
taining sample copies of the NEW Estatr-O-Grapn and 


information regarding the plan. 


If I don’t think this is worth an investment of 25c, 1 
will send this*back to you, demand my 25c back plus the 
postage I have had to pay to return the Portfolio to you. 


Send 25 Cents for Portfolio with Sample Copies 


More Sales For You At Less Cost 


Using THE EstaTE-O-GraPH to do your 
preliminary selling for you means that you 
can devote more of your time to closing 
Much of the preliminary work of interesting | 
the prospect, and familiarizing him with the 
benefits of life insurance as applied to his 
needs can be done for you by inexpensive ad. 
vertising, rather than expensive man power, 


THE EsTATE-O-GRAPH, sent to prospects in 
advance of calls, overcomes the hardest part 
in selling life insurance. It gets you in. It 
interests people in some particular phase of 
life insurance as applied to their own personal 
problems. It transforms that inactive accept 
ance of life insurance as .a good thing for the 
world at large into active interest in some 
particular use of life insurance for the pros 
pect himself. 


Use of THE EstaTE-O-GRAPH means more 
carefully planned work, means calling on in- 
terested prospects, means an end to the most 
disheartening part of life insurance selling— 
cold canvass, 


How would you like to have intrested pros 
pects on whom to call? THE Estate-0. 
GrarH Portfolio describes how this plan 
works 


Investigate the Plan at Our Risk 


The coupon below with twenty-five cents, 
(coin, or stamps) will bring you THE 
EstaTE-O-GRAPH PORTFOLIO, containing 
samples of THE EsTaTE-O-GRAPH and in- 
formation about the plan. The copies con- 
tained in the Portfolio are advance issues 
showing the new style of THE Estate-0- 
GraPH. Investigate this plan now, so that if 
you wish to adopt it, you will be all ready 
to start it with the first of June, when the 
changes in THE EstaTE-O-GRAPH are made. 
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